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-ROM a low of 31.6% of normal last February, in- 
dustrial supply sales climbed to a high of 61.8% in 
August, slid off a little in September, regained their 
August level in October and then slumped slightly in 
November and December. The year-end decline was 


not nearly as drastic as usual and the outlook now is _ 
for further improvement. 
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The Beaver Diary for 1933! 








January 


be much worse than 1932..... We con- 
tinue with our Expansion Program and 
launch the No. 12-R 1-to-2” self-con- 
tained threader—after one year’s field 
ae In spite of bad business last 
year many jobbers report increases in 
their sale of BEAVER Tools. ... . This 
encourages us. .... Oliver H. VanHorn 
(New Orleans) gets squarely back of 
BEAVER Line. .... also J. M. Tull 
(Atlanta) .... also R. I. Supply & En- 
gineering (Providence). 


February 


Harry Gale Nye passes on. Too bad— 
a colorful character with much person- 
ality and many friends ..... Dallas Gas 
Company now have 27 No. 8-R’s..... 
Hansen & Yorke swing into the 
BEAVER column. .... also Joseph C. 
mem Ce ss ss also Wm. S. Roe Co. 
a ore aon also Behrer & Co. ... . We an- 
nounce the new No. 100 BEAVER Tub- 
ing Cutter, 4” to #4” .... a fine little 
ee First issue of the BEAVER 
4-page Condensed Catalog giving NET 
USER PRICES applying anywhere in 
the United States. 


March 


We set a new standard in wheel cutters 
with the No. 102 BEAYER SQUARE. 
BUILT Cutter. .... Range '% to 2”. 

- Price $3. ..... President Roosevelt 
Hectic Days and not many orders. .... 
Not a smile in a roomful. .... Then the 
Banks open .... and Beer comes back. 
. . . « Breweries start buying BEAVER 
BOOM o008 Western Metal Supply Co. 
put in complete stock of new BEAVERS. 

. A marked improvement in senti- 
ment. 





April 

Fred Howe writes us interestingly from 
Long Beach regarding earthquake. ... . 
Bill Andrews takes charge of our Chicago 
territory. .... Jack Gougler goes to 
Philadelphia territory. .... More than 
300 BEAVER Display Boards now on 
Jobbers’ sales floors. ... . The Board of 
Education, Utica, reports their Model-A 
BEAVER Pipe Machine “100% _per- 
fect.” .... Topping Bros. put in com- 
plete stock of the improved BEAVER 
Line. 


May 


Hal Rinear (our Boston Manager) sends 
in orders for 85 BEAVER Tools in one 
So ca: Gis Everybody in office going 
around whistling ““Happy Days are Here 
Again.” .... Thos. Somerville Company 
adopt the entire BEAVER Line. ... . 
Bush Terminal Hardware Company do 
same thing. .... Veterans Hospital 
(Bedford, Mass.) order Model-A and 
large tools. .... 60 BEAVER Tools for 
Washington forest camps... . . Doer- 
mann-Roehrer buy 4 BEAVER Display 
Boards for new display room. 


June 


BOULDER DAM buying BEAVER 
WOM, «++ « 72 more tools for CCC 
Camps .... then 144 more. .... Cen- 
tral Supply Company of Indianapolis 
get squarely back of the BEAVER Line 
.. «also Manning, Maxwell & Moore 

. also H. W. Mills & Company .... 


also Long Island Hardware... . . We 
appreciate their confidence and are se- 
riously mindful of our obligation. .... 


Stock order from Ireland, sent in by 
Ches Saviers whom many of you will re- 
member . . . . formerly travelled the 
South for us .. . . now headquartered in 
Barcelona, Spain. 





July 


Debate rages regarding “Trade-in Pol- 
icy.” We are against Ri aan Believe 
it is “A Bad Start in the Wrong Direc- 
tion” .... Not “A New Deal in the 
Right Direction” as claimed... .. Busi- 
ness is better and we begin to think 
about a little Vacation... .. Everywhere 
people are feeling better. .... Fear is 
being overcome. ... . We issue “What 
Users Say About the BEAVER Mod- 
el-A” .... mighty proud of these letters. 

. From Roumania comes a cable for 
25 No. 41E BEAVER Die Stocks . 
and we all get a thrill out of it. 





August 


“NRA”.... BEAVER Tools 
sign immediately rere No. 
204 BEAVER SQUARE- 
BUILT Wheel Cutter makes 
its bow. .... Cuts 24% to 
4-inch pipe. .... Hardware & Supply 
Company (Akron) pushing BEAVERS 

. also Knight & Wall (Tampa) and 
J. G. Christopher (Jacksonville). .... 
PIPE TOOL MANUFACTURERS AS- 
SOCIATION is formed in Cleveland. 

. Most manufacturers join ... . pur- 
pose is to improve the standards of our 
industry and eliminate unfair trade prac- 
tices and “chiseling.” 


September 


SOUTH AFRICA . ... customer orders 
4 more Model-A BEAVER Pipe Ma- 


Om 2+ Same customer bought 2 
last year..... Washington draws lots on 
a “tie bid” on small pipe machine. ... . 
We lose..... Too bad because the de- 
partment wanted a BEAVER. ... . 


Frick-Reid Supply Corporation issue a 
fine new catalog . . . . showing the com- 
plete BEAVER Line exclusively. . ... 
Large order from Iraq .... for oil fields. 
— BOULDER DAM orders a 
Model-A BEAVER Pipe Machine. 





October 


BOULDER DAM orders three (3) more 
Model-A’s . . . . they liked the first one. 
. ... Buying becomes increasingly active 
in Mid-Continental oil fields... . . Al 
Thornton, our Pittsburgh District Man- 
ager, sells 4 Model-A’s in one week... 


which pleases us all. . .. . Attractive 
new lithographed can for BEAVER 
Threading Oil. ... . By the way, we use 


this oil in our own testing department 
and it is the best we have ever been able 
to find ... . that’s why we make it avail- 
able to pipe tool users. 





November 


BOULDER DAM buys another Model- 
A... . making 5 within the past 60 
ee We are proud of this. .... 
Graft-Pelle (Louisville) get back of the 
BEAVER Line..... Nice business com- 
ing in from distilleries. .... They must 
suspect something is going to happen. 

. Export business shows fine pick-up. 

. . Model-A and several large tools 
go to Fort Humphreys, Virginia... . 
also to U. S. Engineers at St. Louis. . 
also Veterans Hospital at Little Rock, 
Arkansas. .... Thanksgiving and much 
to be thankful for this year. 





December 


TVA (Tennessee Valley Authority) or- 
ders 5 BEAVER Power Drives... . . 
CWA activities bring a lot of business 
to jobbers and manufacturers all over 
the country. .... We get one order for 
550 No. 3 BEAVER JUNIOR sets.... 
Another from a different city for 150. 

. Paul Knauff, our New York Man- 
ager, has 100° increase for 1933 and 
expects as much in 1934. .... Cy Smith, 
our New Orleans Manager, also showed 
100% increase. .... More than 100 
leading jobbers now concentrating on 
the Beaver Line. .. . . Happy New Year 
to you all! 








THE BORDEN COMPANY, 293 Dana Ave., WARREN, OHIO, U.S. A. 
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WE DO OUR PART 


T HE holding of sales 
clinics or industrial ex- 
hibits is becoming more 
and more popular 
among distributors. 
Last month successful 
shows were conducted 
by Shadbolt and Boyd 
Company, Milwaukee, 
and Samuel Harris and 
Company, Chicago. 
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National Press Building 


Mill Supplies is in its 
twenty-fourth year of serv- 
ice to the mill supply field 
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Thermoid Products are 
engineered with the same 
spirit of achievement 
that makes possible the 
world’s great water-power 
developments. 


Every Thermoid product is an engineering 
accomplishment as sound, if not as spec- 
tacular, as the project uppermost in the 
minds of the public at any given time. 
Knowledge, skill and experience of demon- 
strated dependability are reflected in the 
service of Thermoid belting, hose and 
packings—as surely as they are reflected 
in the more impressive achievements that 
“make the front page” of the nation’s 
press. Thatis why Thermoid productsserve 
well — serve economically — serve long! 


Every product that bears the Thermoid 
name is engineered for the job—and field 
tested for a definite, accurate measure of 

erformance under all conditions. The 

hermoid trade-mark on mechanical rub- 
ber goods is no mere identification ofa belt, 
a hose, a packing. It is the mark by which 
an actual engineering achievement may be 
recognized! More and more users of belting, 
hose and packings buy by that quality mark! 
And remember these two pertinent facts: 
The Thermoid line carries a worth while 
margin of profit and is backed by a liberal 
jobber policy. 

THERMOID RUBBER COMPANY 

Factories and Main Offices : 


TRENTON, NEW JERSEY 
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A striking 
photographic study 
made by Rittase 

of the spillway 

at the great 
Conowingo Dam 
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ROLLER CHAIN 


The most highly finished chain on the 
market today for long service and low 
cost on high speed drives. 


REX 


CHABELCO CHAIN 


A strong, long-wearing chain. Built with 
the famous Unit Link. For heavy duty 
drives at somewhat slower speeds—also 
in conveyor sizes. 


REX 


DUROBAR 


An improved’ combination chain—the 
block link of either malleable or Rex 
Z-Metal—the latter the strongest, most 
wear-resisting metal cast in chain. 


REX 


GRIPLOCK 


In malleable. The Griplock joint 
makes it a stronger chain — size for size 
and link for link—also cast in Z-Metal 
for longer, harder wear. 


REX 


UNICAST 


The one-piece link—roller cast in place— 
makes it the most efficient malleable 
chain ever offered for eccentric loading 
on double strand conveyors. 


SNAKE CHAIN 


A malleable chain that can flex in short 
radii in any direction—will help on many 
conveyor problems. 


OTHER REX CHAINS 


The Chain Belt Company also makes 
many other chains in malleable, Z-Metal, 
Steel and Combination for every type of 
service—and sprockets of all types— 
take-ups—set collars— buckets. Write 
on the type that interests you. 


CHAIN BELT COMPANY 


1622 W. Bruce St. MILWAUKEE, WIS. 
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COMPANY 
CHAIN &. BELT CONVEYING 
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CASTERS 
for INDUSTRY | 





ANNOUNCING 


ASTERS are being ordered today by industrials 

The New Catalog OC 
. an everywhere. The orders are being placed by the 
FAULTLESS very concerns you contact regularly. You should have 


this additional business. 


Casters for Industry 


You can divert much of this business to your own 
organization by selling the Faultless Line—and by carry- 
ing sufficient stock to give immediate service on your 
customers’ ordinary needs. 


Under our plan, it is surprising what a small investment 
is necessary for you to fill 909%, of your customers’ 
requirements, from your own stock. Besides, our sales 
policy will show you the possibilities of truck caster dis- 
tribution in an entirely new light. We will be glad to 
go into details with you on your inquiry. 


FAULTLESS 


CASTER CORPORATION 


FACTORY AND EXECUTIVE OFFICES 
EVANSVILLE, INDIANA 
Send for our new catalog on Faultless 


Gita Mcieiell celles & sean CHICAGO HIGH POINT,N.C. NEW YORK _ ST. LOUIS 
simplifies ordering. Ask for “Catalog OC.” 
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TIMELY COMMENT 


W HEN the Code Authority for the mill supply 
trade met in Chicago January 8 and 9, MILL SuppLiEs 
had the pleasure of entertaining the group at din- 
ner. Jim Channon and Ed McOsker were the hosts. In 
addition to members of the Code Authority, genial Jack 
Dale, president, Briggs-Weaver Machinery Company, 
Dallas, who was in Chicago in the interests of the Dallas 
regional committee, and A. C. Cook, the government’s 
representative, also attended. 

One thing that impressed MiLt SuppPties was the fact 
that this industry’s Code Authority is made up of a 
group of men who can turn out a lot of work in a 
minimum of time and also have the industry’s interests 
at heart. 

Unfortunately, Bill Todd, chairman of the Code Au- 
thority, was unable to come to Chicago because of 
illness. 

ae 


Even depressions have their good points. For ex- 
ample, W. Campbell, Campbell Hardware Company, 
Seattle, Washington, writes in a recent letter, “Through- 
out this depression, we had ample time to give thought 
and study to our merchandising methods and, needless to 
say, we found many of them needed an overhauling. 
Now that business is better, we are capitalizing on the 
improvements made. We face the new year with a 
keener sense of efficiency and with an eagerness to mer- 
chandise better.” 

Speaking of business itself, Mr. Campbell said, 
“While our final figures for 1933 have not yet been 
totaled, we do know that 1933 was a most active and 
satisfactory one. Not only did our sales increase very 
substantially over 1932, but thanks to the Civilian Con- 
servation Corps, we reduced our stocks and disposed of 
many slow-movers. Thus, we are going into 1934 with 
a better balanced stock than for years.” 


‘Dvewce. of the optimism toward business is seen 
in the payment of a bonus to employees at the end of 
last year by The Galigher Company, Salt Lake City. In 
appreciation of the loyal service rendered by the em- 
ployees which enabled the company to show real prog- 
ress in 1933, and because of a sincere belief that busi- 


ness is going to continue its general trend upward, The 
Galigher Company felt justified in paying the bonus. 
The spirit of the whole affair is readily discernible in a 
poem written by W. H. Curry, vice-president, and 
printed elsewhere in this issue. 


I N a recent letter Vance Boyd, Standard-Shannon 
Supply Company, Philadelphia, states that he would like 
to see published a list of those manufacturers who sug- 
gest resale prices which could be recommended for adop- 
tion by the National Code Authority so that such prices 
could and would be universally quoted. 

That’s quite an order, Vance, but perhaps The Code 
Authority or the Associations can do something about it. 

What Vance Boyd would like to see is an authorita- 
tive list of manufacturers of industrial supplies whose 
policy is to protect the distributor. ‘About the best guide 
to manufacturers who really believe in the distributor 
is the list of advertisers in M1Lt SuppLies, because they 
are using the magazine for the sole purpose of contact- 
ing distributors and their salesmen. 

A manufacturer’s message in MILL SuPPLigs is prima 
facie evidence that he believes in and wants to cooperate 
with the distributor. 

Of course, there are many manufacturers who sell 
through distributors, who, at the moment, are not rep- 
resented in this magazine, but “it won’t be long now’— 
we hope. 

& 


Acccorpinc to a recent bulletin released by The 
National Supply and Machinery Distributors’ Associa- 
tion, there are still a number of industries not allowing 
distributors adequate profit margins for the distribution 
of their lines. Where such a condition exists, distrib- 
utors are asked to get in touch with their sources of 
supply, urging a revision of margins to a satisfactory 
level. 

Even in instances where manufacturers may be oper- 
ating under codes of their own, complaints, if justified, 
should be registered because it is possible to amend ex- 
isting codes. 

This doesn’t mean that you should be unreasonable in 
your demands on manufacturers, even though you may 
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think you can get away with it. Distributors are entitled 
to a reasonable profit for the services they render, but 
no manufacturer can afford to pay more for such serv- 
ices than they are worth. There’s the consumer to con- 
sider, too. He isn’t going to pay more for his supply 


needs that he has to. If he finds the price he must 
pay for distribution services too high, he’s going to reg- 
ister a real complaint. 

The one weakness in the distributors’ plea for higher 
profit margins is that, in most instances, distributors do 
not actually know what it costs them to sell by lines. 
Yes, we know there have been figures published each 
year showing that the distributor’s overhead runs 20% 
and more, and, therefore, his margin must be in excess 
of that to permit operation at a profit. The trouble 
with these figures has been that they’re based on an 
average of all lines handled and that’s certainly not fair. 
It’s obvious that it costs more to distribute some lines 
than others. Therefore, it’s not reasonable to set any 
stated profit percentage as being adequate for all lines. 
What’s a fair margin on one line may be totally inade- 
quate on another. The only reasonable way to arrive 
at a decision on such matters is to make a study of dis- 
tribution costs by lines. Of course, it’s a big job, but 
it can be done. If it were done, we will wager a plug 
hat against a plugged nickel that manufacturers would 
listen to distributors’ arguments a lot more intently than 
now. Isn’t this one of the most important problems for 
this industry to tackle? 

@ 


Tue minutes of the last meeting of The Code Au- 
thority tell us that the members were legally “sworn in” 
by a notary public. From now on the probabilities are 
they will be “sworn at.” You know it’s impossible to 
please everyone and there will be plenty of people who 
won’t be particularly pleased with decisions which The 


Code Authority will be required to render from time to 
time. 


Despite a lot of adverse criticism of the Civil 
Works Administration, its efforts have stimulated a lot 
of business for distributors. The following comment 
from H. H. Riddle, The George Worthington Company, 
Cleveland, is typical. “We’ve been busy on C.W.A. con- 
tracts, trying to keep up our stock of wheelbarrows, 
picks, shovels, rope and similar items.” 


A\prointMENT of J. W. Nicholson, purchasing 
agent, City of Milwaukee, as a consulting member of 
the Consumers Advisory Board, has just been announced 
by General Johnson. Readers of Mitt Supp ies will 
remember Mr. Nicholson for his interesting constructive 
article, “Why Some Men Sell Where Others Fail,” which 
appeared in the December issue of this magazine. 


Controversy helps make the world go around. 
Here are a few complaints we have heard about recently 
which bear repeating. From New York comes the fol- 
lowing: “I feel like kicking so here goes. Why, when 
it is the purpose of the NRA to increase profits, do 
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certain manufacturers lay down a rule that we have to 
buy an ungodly amount of their goods to make a bare 
25% and, failing to buy an abnormal stock, make but 
10%? This on items that require special engineering, 
too.” m 


I N contrast to the above complaint, read this commend- 
atory statement from a New Jersey distributor: “The 
New Deal for supply houses is at hand due to the NRA 
codes, aided and inspired by such worthwhile magazines 
as Mitt Suppties and the work of the Joint Merchan- 
dising Committee. 

“With the twist drill, tap and die, cutter and many 
other manufacturers having established resale prices 
which give the distributor a fair margin of profit, surely 
the distributor has achieved his rightful place in the sun.” 


B USINESS good—NRA good—prospects extra good 
and nothing in particular to grumble about, writes Joe 
Tull of the J. M. Tull Rubber and Supply Company, 
Atlanta. Thanks, Joe, that’s the kind of news all of us 
like to read. 

se 


"There are a number of interesting provisions in 
the recently signed Wholesaling Code, the high points 
of which are published elsewhere in this issue. Some 
of the provisions differ from those in this industry’s 
code—wage and hour provisions—and this may cause 
some confusion, particularly with the house that operates 
more than one department. The widely discussed “Dif- 
ferential Clause,” which permits distributors in any 
group to meet with manufacturers to determine a fair 
price differential, based on the service performed, also 
bears study. 
a 


[rs getting along toward the time to discuss this 
year’s triple convention. According to our advices, the 
meeting will probably be held some time in May. While 
no decision has been reached as to a convention site, Cin- 
cinnati, Chicago and Memphis are being considered. 
There was some talk at the meeting last fall to hold an- 
other boat trip but apparently that idea has been dis- 
carded, even in face of the successful “boat convention” 
held out of Detroit a few years back. 

Wherever the convention is held, it would seem advis- 
able to make a decision soon so that efforts can be made 
to stimulate interest throughout the country. 


Orr “Crack” in this column last month concerning 
the activities of the Joint Merchandising Committee 
brought a response from Bill Cain, executive secretary. 
He says the Committee is getting ready to shoot the 
“cannon balls” we talked about. We hope he’s right 
and we'll certainly applaud the efforts if and when they 
start. 

Bill did tell us of a speech he delivered before a meet- 
ing of purchasing agents in Louisville recently in the 
interests of the distributor. Neill-LaVielle Supply Com- 
pany sponsored the meeting which we understand was 
a lively, interesting session. 
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How I Would Function Were 
I A Distributor 


The analysis of each account to determine the sales potential, the 

study of each line from the standpoint of profit and salability and the 

carrying out of a steady advertising program to back up salesmen’s 
efforts would be insisted upon by Mr. Parker. 


OST of the machines in the 
M plant of the Parker Pen 

Company are manufactured 
down east, many of them in the New 
England states. This is true of many 
industrial plants. Hence the im- 
portance of the distributor as a source 
of supply for repair parts and other 
supplies is readily appreciated. Costly 
production delays and excessive store- 
keeping costs could not be avoided 
without the complete stocks and the 
prompt service of local distributors 
who make it their business to carry 
the repair parts for the specific ma- 
chines used in the plants of present 
and potential customers. 

If I were a distributor, it seems to 
me that I would not hide my light 
under a bushel. I would not presume 
that my potential customers knew we 
carried parts that would fit their ma- 
chines. ‘At stated intervals, I would 
solicit the help of our salesmen in 
listing all of the desirable accounts 
in our trade territory. Together we 
would write opposite each account all 
of the lines which we were especially 
equipped to sell them. From this in- 
formation, we would develop direct 
mailings informing each group of the 
specific service we were prepared to 
offer them. Then I would make sure 
that this information reached the 
right man. Because of the concen- 
trated territories served by distribu- 
tors, direct mail is the only practical 
advertising weapon open to them. 

Executives receive so many circu- 
lars and other direct-mail matter that 
it is physically impossible for them to 
study each one with any degree of 
thoroughness. A hasty glance is small 
reward for all the thought and plan- 
ning which has gone into their prep- 
aration. Hence, why not direct your 
material to the man who is really in- 
terested, the superintendent or fore- 
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By GEORGE S. PARKER 


Chairman, The Parker Pen Company, 
Janesville, Wisconsin 


man who is directly responsible for 
high efficiency and low production 
costs? He receives comparatively lit- 
tle mail and therefore is more likely 
to study the material with real inter- 
est, an interest which would justify 
its preparation and expense. If he 
sees possibilities for an application of 
the product in his plant, he will not 
stop until he has talked with the 
buyer and everyone else whose ap- 
proval may be necessary. Superin- 
tendents and foremen are always 
given a receptive audience with other 
department heads, as improvements 
in sequence of production, quality and 
quantity of output or maintenance 
measures nearly always begin at their 
door. I cannot emphasize too force- 
fully the importance of advertising 
what you carry and getting it into the 


right hands. A circular directed to 
a plant without specifying any de- 
partment or any person is so much 
wasted money and effort. 

In preparing circulars, I believe 
these questions should be before you 
constantly. 

1. What will the item do? 

2. How much money can be saved 
by purchasing it? 

3. What are the service expecta- 
tions? 

4. What are the applications ? 


5. What well known companies are 
now using the item successfully? 

6. What are the maintenance costs ? 

Although it is hard for me to be- 
lieve, I am told that there is a certain 
class of buyers who resent any corre- 
spondence betwéen distributors and 
plant men or any contact whatsoever 
between them. Where this unhealthy 
and unnatural condition exists, I be- 
lieve it is up to the president or the 
sales manager of the distributing com- 
pany to call on the president or one 
of the officers of the plant in question 
and diplomatically explain the diffi- 
culties which have occurred and how 
savings could be effected by inviting 
this sort of relationship. This step 
should, of course, be taken only after 
the salesman has been refused a plant 
hearing on more than one occasion 
when he has felt that the importance 
of the item and the savings it would 
bring about justified a demonstration 
in the plant. 

In some cases the salesman him- 
self is probably to blame for not be- 
ing permitted to contact the plant 
men. He does not, in his presenta- 
tion to the buyer, answer the six 
questions suggested above in a con- 
cise and compelling fashion, for if he 
did, the buyer would immediately call 
in the man (Continued on page 62) 
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A Plan for Directing Sales Efforts 
Into Logical Channels 


Vast sums of money are spent daily for misdirected 
sales calls and sales promotional efforts. This waste 
must be eliminated and sales efforts intelligently 
directed toward logical prospects if greater profits 


SHORT time ago an analysis 
A of our operations showed us 

to be making a lot of effort 
for business, but failing to get the 
results we had hoped for. As a re- 
sult, we decided to take stock of our- 
selves to see if we could not make 
our efforts more productive. 

We wanted to know if we were 
putting our efforts where they would 
count for the most, and to be sure 
that our advertising was reaching all 
but only those customers who were 
logical prospects for the particular 
items being featured. Moreover, we 
had an idea that the plants we were 
already serving were not being sold 
every possible item that they could 
buy from our stock. . 

At a sales meeting, which was 
called for the purpose of studying 
our sales activities to make sure we 
were directing our efforts into the 
logical channels, we began working 
on a program of market determina- 
tion. The first step was to list the 
10 principal sources from which our 
business came. These we found to 
be the following industries: 

1. Transportation companies, aero- 
planes, bus lines, railroads, air ports. 

2. Public Works Enterprises, city, 
county, state and national. 

3. Public Utilities. 

4. Basic Industries, 
gravel, lime plants. 

5. Contractors, building, excavat- 
ing, painting. 

6. Miscellaneous, golf courses and 
other activities of a similar nature. 
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sand, stone, 





are to be attained 


By W. C. HUNTER 
President, Ross-Willoughby Company, 
Columbus, Ohio 





“Now with business once more 
headed in the proper direction, it 
is essential that waste in selling be 
eliminated. With competition be- 
ing put on a higher level, pros- 
perity will return first to those 
distributors who have organized 
their sales activities in such a way 


as to make every sales call count.” 


7. Process Industries, glass, straw, 
chemical plants, paper mills. 

8. Metal Working Plants. 

9. Wood Working Plants. 

10. Food Industries. 

This listing of our most important 
customers was our first step because 
it was felt that all of these plants 
under the same heading were users, 
in a general way, of the same type of 
supplies. Almost every contractor, 
for instance, uses rope, ladders and 
shovels. Materials handling offers 
the same general problems in all 
plants engaged in the manufacture of 
foods, and so on down the line. 

The next step in our market de- 
termination program was to list all 
the supply items used by each of the 
types of plants served. When a par- 
ticular plant was mentioned, the 
salesman calling on that account was 
asked to name all the items it com- 
monly used. If one of our men was 
calling on a metal working plant and 
reported that it was using motor- 
driven wire brushes for cleaning 
steel stock, we made a note of it. 
when another of our salesmen failed 
to report a similar application in an- 
other plant of the same character, 
we had the two get together for a 
little talk. One told the other why 
his plant found this item useful 
and as a result the latter was primed 
to sell wire brushes in his metal- 
working plant. The men themselves 
were surprised at the large number 
of items that were being used by the 
various concerns and, of course, the 
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mere compiling of such a list was 


certain to remind them of items 
which they had overlooked in a dis- 
cussion with their customers. 

The next step, which was simple 
office routine, was to compile a list 
with a heading of outlets for each 
product considered. With this list, 
we can see at a glance the number 
of possible outlets for an item. This 
helps us in several ways. It enables 
us to reach prospects by direct-mail 
to back up our salesmen’s efforts and 
have every mailing piece sent to a 
prospective user of that item. 

The trouble with sending out di- 
rect-mail matter haphazardly is that 
too much of it reaches users who 
have no need for the item in question. 
This happens so often when mailing 
pieces are simply stuffed in every 
letter that goes out of the office with 
no thought given as to whom the 
literature is being directed. It is im- 
portant that literature be sent only 
to prospects, not only from the stand- 
point of making each letter effective, 
but from a psychological angle as 
well. If a customer receives several 
direct-mail pieces that have no bear- 
ing on his needs, he loses respect for 
the sender. If he is a busy man, 
he develops the habit of throwing 
mail from this firm into the waste 
basket unopened. 

When manufacturers’ representa- 
tives call to discuss our handling of a 
new line, it is a simple matter to 
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HROUGH its program of 
market determination this 


company can tell 


quickly and sure- 


ly just what is the market for the 
various items handled. It serves as 
a guide to profitable items and 
worthwhile accounts. Also, it aids in 
arriving at decisions when the 
adding of new or the dropping 
of old lines is being considered. 


check our list of customers for pos- 
sible users of the line in question. 
True, manufacturers do not send 
representatives out to Columbus to 
introduce ship anchors, but they oc- 
casionally do offer something with 
about as much sales potential in this 
territory. At any rate, we can quick- 
ly check the possible sale, which is 
important in deciding on a line, or- 
dering stock and setting quotas. 
Third and last, this form of mar- 
ket determination enables us to check 


in the 


terms of products handled is 
essential to profitable selling. It is 
not a costly procedure, calls for 
no elaborate systems or high- 
priced efficiency experts. What it 
takes more than anything else is a 
little headwork and a lot of foot- 
work, plus, of course, the coopera- 
tion of friendly manufacturers. 
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the work of our salesmen and credit 
them with the efforts they are put- 
ting forth on the various lines. It 
is easy to check the sales of a man 
on a particular line against the users 
of that line in his territory and so 
come to a fair estimate of his sales 
efficiency. If he is weak on a line, 
we may be able to work with him in 
overcoming his trouble and thus help 
him raise his volume of sales. 
Production has reached a_ high 
standard of efficiency. While it was 
doing this, sales efficiency seemed to 
slip. At any rate, sales costs have 
been steadily mounting, due partially, 
of course, to the depression, but also 
to the fact that sales efforts were not 
always so directed as to insure the 
ultimate in results. Misdirected sales 
efforts, not only on the part of dis- 
tributors, but also manufacturers has 
taken a tremendous toll these past 
few years. Now, with business once 
more headed in the proper direction, 
it is essential that waste in selling be 
eliminated. With competition being 
put on a higher level, prosperity will 
return first to those distributors who 
have organized their sales activities 
so as to make every sales call count. 
Knowing the needs of your custom- 
ers and striving earnestly to serve 
them efficiently will be the yardstick 
of successful selling in the building 
period ahead. We recognize this fact 
and are finding the market deter- 
mination program explained here a 
definite help toward profitable selling. 
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Immediately after the presentation to 
Mrs. Samuel Harris of a beautiful basket 
of flowers, this group representing four 
enerations of Harris’, was gathered 
or a picture. Seated, left to right: 
Eleanor Clark, Mrs. L. A. Clark, Mrs. 
Samuel Harris, L. A. Clark, and Bobby 
Clark. Standing: Gordon Clark, Wendell 
Clark, Samuel H. Clark and Wendell 
Clark, Jr. L. A. Clark is now president 
of the company, Wendell H. Clark, vice- 
president, and Samuel H. Clark, secre- 
tary and treasurer. The children are the 
sons and daughters of Mr. and Mrs. 
Wendell Clark. 


Samuel Harris’ Sixtieth Anniversary 


Celebrated 


IXTY years ago, Samuel Harris organized, in Chi- 
S cago, the company which today bears his name. 

He remained as active head of that organization 
until his death, in 1920, at which time his son-in-law, 
L. A. Clark, assumed the presidency. } 

To celebrate this birthday, Mr. Clark and his three 
sons, who are now active in the business, determined on 
an open-house and industrial supply exhibit to be held 
January 15, 16 and 17. This plan was made with the 
intention of becoming better acquainted with the firm’s 
customers and affording them an opportunity to see the 
many kinds of industrial equipment and supplies which 
the company regularly carries in its stockrooms. 





Leather belting and other leather products were dis- 

played as raw material and in the finished form. The 

welding equipment and chain hoist exhibits may be seen 
in the background. 
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by Exhibit 


To make sure that each visitor received proper atten- 
tion, all of the salesmen of the company were kept in 
the store from noon until nine o’clock. Manufacturers, 
whose lines are handled, were informed of the exhibit 
and invited to attend, with the result that over 60 manu- 
facturers’ representatives not only were present but 
demonstrated their company’s products to all interested 
Visitors. 

Exhibits were confined to the first two floors of the 
store. All material possible was displayed on counters or 
tables, where it could readily be seen and handled. Heav- 
ier and more bulky items were given floor space or sus- 
pended from overhead. Each display bore the name of 


This show case, prominently placed near the entrance, 

contained all Harris catalogs from 1880 to 1931, to- 

gether with various other items of particular interest on 
this sixtieth anniversary. 
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the manufacturer on a sign nailed to the display tables. 

A show-case on the main floor was devoted to a dis- 
play of articles which told the story of Harris much 
more vividly than written words. Catalogs dating 
from 1880 to 1931, an order to the Morse Twist Drill 
Company, dated 1879, pictures of the old store and Mr. 
Harris’ bewhiskered employees, and numerous other ar- 
ticles, recounted, without verbal explanation, the story 
of steady growth through 60 years, some good and some 
bad. This show-case was a focal point of interest 
throughout the exhibit. 


Products such as welding equipment, woodworking 
tools and small grinders, which show to better advantage 
in operation, were placed so as to be near outlets. This 
enabled manufacturers’ representatives to demonstrate 
their equipment under conditions approximating those to 
be found in a plant. 

Visitors were greeted at the registration desk by 
Samuel Harris salesmen and conducted past all of the ex- 
hibits, with stops being made at any point where unusual 
interest was shown. The last, or in some cases the first, 
stop was made in a secluded nook on the second floor, 
where excellent sandwiches and equally fine beer were 
dispensed with a lavish hand. 

A feature of the opening day was the presentation of 
a large bouquet by the employes of the company to Mrs. 
Samuel Harris, wife of the founder, and great-grand- 
mother of Wendell Clark’s children, seen on the opposite 
page. Mrs. Harris, despite her 82 years, is the picture 
of health and displayed an active interest in the success 
of this sixtieth birthday party. 


HE open house was an unqualified success from two 

different standpoints. First of all, over 800 visitors 
came, saw and were impressed. This fact alone would 
have made the comparatively small expenditure well 
worth while. 


The second accomplishment, however, was perhaps 
even more valuable. Each Samuel Harris salesman heard 
and saw 60 or 70 different lines carefully explained and 
demonstrated by qualified factory representatives to 
bona fide prospects, who asked pertinent questions and 
exhibited all the characteristics of the interested but 
hard-to-sell buyer. This experience was considered tre- 
mendously valuable both by the management and by fac- 
tory men. In many cases, the Harris salesmen asked the 
manufacturers’ men questions which cleared the matter 
up in the salesman’s mind and in that of his customer. 

In the words of one representative, “I was able to get 
more across to these Harris salesmen during the last 
three days than I would have at ten sales conferences.” 

One more observation should be made. In addition to 
the aforementioned advantages, both the management 
and manufacturers’ representatives reported actual sales, 
many of them for,cash, which, after all, is the proof 
of the pudding. 

Perhaps the most fitting send-off came from another 
manufacturer’s representative. “I would have been 
tickled to death to make an appearance to honor a com- 
pany which has weathered the last 60 years but when 
the management of that company made it possible for 
me not only to instruct its salesmen but contact its cus- 
tomers, my enthusiasm was doubled.” 
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The permanent twist drill, cutter and reamer display was 

augmented for the duration of the show by attractively 

arranged counter displays. The Harris Company has 
been handling twist drills during its entire life. 


The wide 


A general view of the main floor displays. 
range of products shown in this limited picture will give 
some idea of the impression created on visitors. 
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A colorful brush display, featuring a revolving, lighted 
cylindrical world map, on which were spotted the ma- 
terials going into brushes of various types. 
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How to Get and Hold a Buyer’s 


Business 


A 


good salesman must put himself in his customer’s 


shoes. In reality, he should be a good purchasing agent 
for the plants he is serving 


By V. K. BOYNTON 


Divisional Engineer, Paint and Varnish Division, 


fellow how to run his business 

than it is to run your own. Yet, 
oftentimes suggestions from the 
“outside” are highly pertinent, per- 
haps largely because they are direct- 
ed at the over-all picture instead of 
the minor details, and also because 
they are unprejudiced either by per- 
sonalities or politics. 

When a representative of MILL 
Supp.ies asked me for suggestions 
as to how the industrial distributor 
could improve his service, I could not 
refrain from citing the following 
facts. Frequently, when our buying 
department calls a supply house for 
an emergency item, we are told that 
the last truck just left and it may be 
four o'clock or later before one re- 
turns. This has happened to us so 
often, and with more than one local 
distributor, that I feel other indus- 
trial plants have probably had the 
same experience. In a year’s time, 
this small emergency business prob- 
ably amounts to an interesting figure. 
At least, it might be worth trying to 
hold. In addition, emergency serv- 
ice rendered builds good-will and 
makes it easier to secure the ordinary 
run of business. 

Several of us in the engineering 
and maintenance divisions have 
talked it over and our suggestion 
would be that the distributor main- 
tain a small delivery car or a motor- 
cycle with a side-car for just such 
emergencies. Why use a 2'%-ton 
truck to deliver a dollar’s worth of 
goods? No doubt one of the ship- 
ping clerks could also act as driver 
of the emergency car, so it wouldn’t 
be necessary to employ a full-time 


l is always easier to tell the other 
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Pittsburgh Plate Glass Company, Milwaukee 


man for this particular work alone. 
Another idea which we have talked 
over among ourselves is reciprocity 
among distributors. It may be in ef- 
fect in other localities, but I feel quite 
sure Milwaukee is not one of them. 
We have one supply house in mind 
which would particularly benefit 
from such a plan. I recall hearing 
our buyer telephone this house on 
several occasions for some item to 
be delivered the same day. The dis- 
tributor would agree to send it right 
over. Two or three days later, how- 
ever, we would still be without the 
item. Our department would call the 
buying department and ask in no un- 
certain terms what it thought we 
meant by “rush.” The buying de- 
partment would, in turn, call the dis- 
tributor and ask the same question. 
The reply never varied, “Sorry, but 
we happened to be out of the particu- 
lar size you specified and we had to 
send to Chicago for it. You should 
receive the part tomorrow.” 
Obviously, the man who took the 
order saw no further than that par- 





Helpful Suggestions 


1. Maintain a small delivery car 
or a motorcycle with side-car 
for rush service 

2. Promote reciprocity among 
other distributors in your ter- 
ritory 

3. Conduct laboratory or factory 
tests on highly competitive 
items 

4. Strive for more intelligent tele- 
phone service 








ticular order. He failed to realize 
that by not directing the purchase to 
another distributor, he lost our fu- 
ture business. He apparently did not 
know his stock either for if he did, 
he would not have promised imme- 
diate delivery. In either event, reci- 
procity would have solved the prob- 
lem for all concerned. By this means, 
the distributor who was first called, 
could have drawn on his competi- 
tor’s stock and still retained the bill- 
ing. Then there would have been 
no temptation to alibi and incur our 
wrath and eventual boycott. 

Incidentally, we cannot stress too 
emphatically the necessity for intelli- 
gent telephone service. The man at 
the order desk can win or lose more 
customers than any other individual, 
including the salesmen themselves. 

Speaking of salesmen, there are 
three distributors’ representatives 
who are as welcome in our plant and 
offices as are customers themselves: 
We look forward to their visits and 
are never too busy to see them. In 
fact, it actually seems as if they do 
not drop in often enough. 

One of these three men has made 
himself as essential to our organiza- 
tion as if he were on our payroll. He 
knows who makes every item, or 
part, or machine in which we might 
be interested. If an old fitting wears 
out after 10 years of service and the 
name is no longer legible, he will find 
an outline of the trade-mark or some 
similar means of identification and. 
tell us when and where we can dupli- 
cate the part. If a breakdown oc- 
curs in the middle of the night he 
will jump in his car, rush down to 
the warehouse and deliver some 
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10-cent repair item in person. 
never comes in to see us unless he 
has something specific to discuss. 
Usually, he telephones in ahead to 
find out if I will be in and would 
like to hear about this or that new 


development he has just learned 
about. If it sounds interesting, I 
call the buying department and ask 
our buyer to have him call. If a 
salesman really offers us constructive 
help and ideas, as does this fellow, 
we will protect him at every turn. 

An interesting: example occurred 
just recently which will further em- 
phasize the above statement. In the 
midst of dictating this article, I 
called in one of our maintenance men 
to ask him if there was any distribu- 
tor’s salesman who stood out in his 
mind and whether he could give me 
some facts to back it up. He imme- 
diately suggested a certain salesman. 
Then he added, “But I don’t want to 
cite any instances unless it will help 
him.” That will give you an idea of 
how high he rates with our organi- 
zation. 

There are many occasions which 
have helped build this respect. Per- 
haps we will ask for a $40 item and 
this man will suggest one for $20, 
which will be equally as good for the 
particular job we have in mind. 

This fellow knows when to substi- 
tute and when to get exactly what 
we specify. Recently, we ordered a 
chain hoist. He called us back and 
said that he did not have the particu- 
lar brand specified, but he did have 
one which was a little lower in price 
and, fortunately, the parts were in- 
terchangeable. On the other hand, 
if a make which his house does not 
carry is better suited to the job, he 
is the first to advise its purchase. 

Some time ago, we were having 
serious trouble with a five-inch steel 
valve on a high pressure steam line 
in the power plant. We called this 
salesman in to find out how soon he 
would be able to get a new valve for 
us of the same type and size. The 
valve was located in rather close 
quarters, difficult to get at, and as we 
were operating 24 hours a day, it was 
imperative that the dimensions be ac- 
curate. There were no particular 
identification marks on the valve, 
which explains why this salesman 
was called. After measuring the di- 
mensions, he offered to loan us a 
valve that would fit. This would 
permit us to repair rather than re- 
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Ball Bearings 

Electric Motors 

V Belt Drives 

Speed Reducers and Gears 
Leather and Rubber Belting 
Shafting, Hangers and Pulleys 
Pillow Blocks 

Nails 

Box Strapping 

Hand Trucks 

Drills and Reamers 

Hack and Band Saws and Blades 
Taps and Dies 

Circular Saws 

Saws 

Hammers 

Wrenches 

Vises 

Gauges 

Woodworking Machinery 
Air Compressors 

Fire Prevention Equipment 





What Supply Business to Look for 
in a Paint and Varnish Plant 


Metal Shop Furniture and Shelv- 


ing 
Portable Electric Tools 
Pumps 
Rope, Cordage and Twine 
Canvas, Burlap, Felt 
Steel, Iron and Galvanized 
Metal Plates, Bars and Rods 
Valves and Steam Specialties 
Packing 


ose 
Diaphram Sheets 
Pipe and Fittings 


Aci 

Soda Ash 

Waste and Wiping Rags 
Grease and Lubricating Oils 
Brooms and Brushes 

Cans 

Bolts and Nuts 

Safety Equipment 

Safety Switches 








place the valve with a new one. We 
followed his advice and this unusual 
service saved us more than $100 as 
the cost of a new valve was approxi- 
mately $125, while the cost of the 
repairs was less than $25. 

Then, I recall the time our boilers 
needed repairing. They happen to be 
equipped with water columns which 
are now obsolete. We were unable 
to find out where the repair parts 
could be obtained, but this salesman 
had another customer who had been 
able to get repair parts for this 
equipment. He obtained all the in- 
formation for us and likewise the 
material. Our savings amounted to 
several hundred dollars on this trans- 
action, as it would have been neces- 





Salesmen Pointers 


1. Make calls only when you 
have a specific idea to offer 


2. Go out of your way to give 
service 


3. Win the respect and loyalty 
of all members of the plant 
who are factors in buying or 
specifying, not just the buyer 

4. Devise ways and means of sav- 
ing money for your customers 


¥ 


Know when to substitute and 
when not to 


6. Know when to refuse an order 





sary to scrap the equipment to avoid 
future costly repair expense. 

On such services, confidence is 
built, confidence that withstands 
price competition every time. 

There are many other instances, 
details of which I cannot recall at 
the moment, in which this salesman 
has rendered service beyond the ordi- 
nary. However, his outstanding 
characteristics are that he invariably 
points out the bad as well as the good 
features of whatever he may be 
questioned about. He is interested in 
saving money for us fully as much as 
he is in creating new business. He 
never tries to force a sale. These 
golden assets, coupled with the fact 
that his statements can be depended 
upon, place him, in our estimation, 
head and shoulders above any mill 
supply man who calls on us. 

There is another distributor’s rep- 
resentative, of whom we think a lot, 
whose mind is a veritable buyers’ 
index for all industrial supply items, 
but he is an officer of his company 
and one naturally expects unusual 
service from him. 

The third salesman I have in mind 
is outstanding mainly because his 
house has given him a real sales 
“tool.” On every highly competitive 
item where the distributor’s brand is 
equal or higher in price than the 
average, laboratory or factory tests 
are made, proving the superiority of 
his brand. For example, an actual 
factory test (Continued on page 62) 


13 








Practical Pointers That Will Help Sell 


More Leather Belting 


Here’s a conctse picture of what the market is for 
leather belting and how to go about developing it 





This photograph, taken in an oil field flowing plant, shows short center leather belt driven compressors. 
idlers such as these are found in practically every industry. Such drives are economically handled by leather belts and offer the dis- 
a fine opportunity for profitable business. Other practical oil field applications are pump and band wheel drives. 


tributor’s salesmen 





Twenty-eight foot leather belts with a 
quarter turn and two right angle turns ef- 
fectively handle the heavy load on these 
flat wire winders. Metal working plants 
offer many drives on which leather belt- 
ing operates at low cost; lathes, grinders, 
planers, presses, cold and hot saws, drills 
and automatic screw machines are a few 
of them. 
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Short center drives with 








The Market 


INDUSTRIES 
Steam Railroads 
Electric Railways 
Marine 
Aviation 
Electric Light & Power Plants 
Gas Plants 
Water Works & Filtration 
State, City & Country Inst. 
Government Institutions 
Highway Depts. 


River, Harbor and Canal Comm. 


Sand & Gravel Plants 
Quarries 

Coal Mines 

Metal Mines 

Misc. Mines 

Petroleum & Gas Wells 
General Construction 
Electrical Construction 
Plumbing & Htg. Construction 
Railway Construction 
Sewer Construction 
Dredging Construction 
Road Construction 
Hospitals 

Steam Laundries 
Cleaning & Dyeing Plants 
Chemical Plants 
Cement Mills 

Coke & Mfg. Gas 
Fertilizers 

Glass Manufacturers 
Gelatine, Glue & Soap 
Sugar Mills 
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INDUSTRIES 
Canning & Preserving 
Dairies, Ice Cream & Cheese 
Beverages 
Smelting & Refining 
Blast Furnaces 
Machine Shops 
Mechanical Machinery 
Electrical Mach. & Eqpt. 
Automotive 
Shipbuilding & Dry Docks 


Brass, Bronze & Copper Working |} 


Railroad Repair Shops 
Forge Shops 

Stamping & Enameling 
Cotton Manufacturers 
Knit Goods 

Silk Manufacturers 
Woolen Mills 

Rayon Mills 

Other Textile Industries 
Saw Mills 

Independent Planing Mills 
Furniture Factories 
Box Factories 

Sash & Door Mills 
Other Wood Industries 
Clothing 

Shoe Factories 

Other Leather Products 
Concrete Products 
Marble & Stonework 
Paper Products 
Tobacco 





A—OUTSTANDING MARKETS. 


B—GOOD MARKETS. 
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LEATHER BELTING FACTS 


. Sell economical power transmission service. This 


means selling the most economical, not the cheapest, 
belting for specific drives. 


. Leather belting operates effectively at low tension. 


Leather belts should be operated no tighter than is 
necessary to carry the load. If belts are run too 
tight, bearings will heat up. 


. When leather belting stretches excessively, the load 


should be checked to see if the belt is overloaded. 


. Modern leather belting has a high coefficient of fric- 


tion, is very flexible and has a very low stretch factor. 
It will carry its rated load at normal tension with 
minimum stretch unless it is overloaded. 


. Special tanned belting generally should not be used 


on shifting drives. 


. Special tanned belting should be used where steam, 


acid fumes or abnormal temperatures are present. 


. Whenever possible, leather belting should be pur- 


chased endless or made endless on the pulleys. 


. Leather belting can be fastened with rawhide lace, 


wire lacing or belt hooks. 

Leather belting should be cleaned periodically and 
dressed on both sides with a good belt dressing. 
Leather belting saturated with machine oil should be 
degreased with gasoline and a good dressing applied. 
Don’t let your customer throw away partially worn 
out leather belting. It has a high salvage value. 
Don’t take a chance. When in doubt get all the drive 
data and consult your manufacturer. It’s to your 
mutual interest to furnish the belt that will keep your 
customers’ operating costs at a minimum. 

To find the length of a belt, multiply the sum of the 
two diameters of the two pulleys in feet by 1.57 and 
add twice the distance between the centers of the two 
shafts. Where one pulley is much larger than the 
other, a little extra allowance should be made, as the 
distance from the center of the top of the other pul- 
ley is a little greater than the exact center of the shaft. 
The sum of the diameter of the roll and the center 
hole in inches, multiplied by the number of turns in 
the coil multiplied in turn by 1.5 will equal the length 
in feet of the belting in a roll. 

Pulleys with unduly high crowns will ruin any belt 
regardless of quality. 

Drives designed with a crossed belt should be avoided 
as much as possible as their action is erratic. 

When there is moisture in the air, a waterproof belt 


should be used. 


When there is an excessive amount of dust, particu- 
larly slippery dust, the belt should be generously over- 
sized, both in width and thickness to make up for 
wear and reduce shippage. Often a guard encas- 
ing the drive will eliminate the dust. 


The ideal condition, as regards distance between 
pulley centers, would be to have a distance such that 
the total weight of the belt would correspond to the 
required total belt tension for the given horsepower 
and speed. 

If belts are run too loose, they will slip and perhaps 
refuse to pull the load. 

A leather belt should never be allowed to slip more 
than 2%. In this loss is included actual slip and 
creep. 

When a leather belt is slipping excessively, it gives a 
warning by “squealing”. Usually it needs to be tight- 
ened or lubricated. 

Belts operated on vertical drives must be watched 
more closely than on elongated drives because they 
are more sensitive to change of tension. Perfectly 
vertical drives should be avoided wherever possible. 
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In this card room of a large textile company, leather belts are 

used on all drives. They give economical service on group or unit 

drives on cards, spinning frames, pickers, drawing frames and 

looms. Leather belting gives steadily maintained speeds and long 

life in textile mills, while operating and maintenance costs are low. 

That is why the textile industry as well as many others offer an 
increasing market for leather belt sales. 





A long line of roll drives in a flour mill is illustrated here. 

Both the slow and fast side are belt driven. The milling industry 

offers a wide field for practical leather belt installations, includ- 
ing drives on sifters, scourers, fans and bolters. 
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Side heads and cylinder heads on this high speed wood planer 

are kept running at top speed with leather belts. Shock loads, 

high speeds, heavy loads in saw and planing mills for economical 

operation demand high quality leather belts. Band saw, trimmer, 

hog, edger, planer and matched drives are some primary applica- 
tions for leather belts in the woodworking industry. 








Belt Speeds 


1. From 1000 to 1500 feet per minute is considered a very 
low speed. 

2. A low belt speed is from 1800 to 2400 feet per minute. 

3. A fair belt speed is from 2700 to 3500 feet per minute. 

4. Average belt speed is from 3800 to 4500 feet per 
minute. 

5. High belt speed is from 5000 to 5500 feet per minute. 

6. Over 6000 feet per minute is considered excessive belt 
speed. 











This 400 horse-power short center open drive equipped with a 
motor base which automatically maintains correct tension on the 
leather belt is a fine example of the opportunity which this type 
of drive affords the leather belt distributor. Such leather belt 
drives are practical for almost any range of horse-power require- 
ments from fractional up. High coefficient of friction, very low 
stretch factor and flexibility combine to make the modern leather 
belt ideal for such drives. 
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Know These Facts to Specify the Proper Belt 


What is the belt to drive? 
Will it operate on a line shaft or a motor drive? 
What kind of motor is used? 
What is the distance between the centers of the two 
shafts? 
5. What are the width and diameter of the driving 
pulley? 
How much horsepower is needed? 
At what speed will the belts be driven? 
What will be the position of the belt, horizontal, ver- 
tical or angle? 
9. Is the pulling side on the top or bottom? 
10. Will the belt run open, crossed or quarter time? 
11. What kind of pulleys are to be used, flange, step cone, 
taper cone or crowned? 
12. Will the belt operate in a damp or dry place? 


Pr} 











These cone drives in a large western paper mill are leather-belt 

driven. Modern leather belting, with its high coefficient of fric- 

tion, low stretch factor and waterproof qualities, is also economi- 

cal for other paper mill drives such as chipper, grinder, beater, 
jordan, fan and pump. 








When Selling Leather Belting Inquire 
About These Items 


Pulleys Bearings 
Hangers Lubricants 
Shafting Belt lacers 

Belt dressing Clutches 

Belt lacing or hooks Belt cement 
Motor bases Leather packing 
Motors 


Leather specialties 
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Differential Clause Features Approved 
Wholesaling or Distributing Code 


President approves general wholesaling code sponsored by 24 divi- 
sional groups, including hardware and electrical supplies. «Differ- 
ential Clause’ permits meetings with manufacturers to determine 
fair margins based on service rendered, makes it an unfair trade 
practice to buy goods thereafter if such differential is not allowed. 


HE signing of the Code of Fair Competition for 

the Wholesaling or Distributing Trade, on January 

12, has ended a battle fought on a wide and 
diversified front. 

Interest centered about the so-called “differential 
clause,” with the 24 divisions of the wholesaler’s group 
on one side of the fence and the mass buyers, such as 
chains, mail-order houses and department stores on 
the other. 

The code defines a “wholesaler” or “distributor” as 
“any individual, partnership, association, corporation or 
other firm, or a definitely organized division thereof, 
definitely organized to render and rendering a general 
distribution service, which buys and maintains at his or 
its place of business a stock of the lines of merchandise 
which it distributes ; and which through salesmen, adver- 
tising, and/or sales promotion devices, sells to retailers 
and/or to institutional, commercial, and/or industrial 
users; but which does not sell in significant amounts 
to ultimate consumers.” 

The provisions as to hours in this code differ some- 
what from those contained in the Code of Fair Com- 
petition for the Industrial Supplies and Distributors 
Trade, a condition which may prove confusing to the 
many distributors who operate in the electrical or hard- 
ware fields as wholesalers and in the industrial field as 
industrial distributors. Typical of such provisions is 
that which differentiates between the salaries which 
must be paid to employes in order that they be classed 
as executives. In the Industrial Supply Code this is 
fixed at $35.00, while in the Wholesaling Code the 
$35.00 salary applies only to cities of 500,000 popula- 
tion, $30.00 being the low limit in smaller communities. 


IMILARLY, certain provisions as to wages contained 

in the Wholesaling Code differ from those of the Code 
for Industrial Supplies. Not seriously, to be sure, but 
certainly enough to make the course of the multiple- 
function distributor a difficult one. For instance, the 
Industrial Supply Code reads, “Such learners and 
junior employes mentioned in Sections 3 and 4 of this 
Article IV, employed by any one employer shall not 
exceed in number more than five (5) percent of the 
total number of employes of such employer, provided 
that each employer may have at least one learner or 
junior employe,” while the Wholesaling Code reads, 
“The number of employes classified as juniors or learn- 
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ers combined shall not exceed the ratio of one such em- 
ploye to every five employes or fraction thereof up to 
twenty or more than one such employe for every ten, or 
fraction thereof, employes above twenty.” 

The Wholesaling Code provides for a General Whole- 
sale Code Authority and Divisional Wholesale Code 
Authorities for each of the following divisions: Beauty 
and Barber Supplies, Buttons, Charcoal and Packaged 
Fuel, Cycle Jobbers, Dry Goods, Electrical Supplies, Em- 
broidery and Lace, Floor Covering, Furriers’ Supplies, 
Hardware, Hats and Caps, Jewelry, Men’s Novelty 
Jewelry, Men’s Wear Buttons, Notions, Thread and 
Women’s Garments, Supplies, Radios, School Supplies, 
Sheet Metal, Silverware, Twine and Cordage, Uphol- 
stery and Decorative Fabrics, Wall Paper and Woolen 
and Trimming Garment Supplies. 

The General Code Authority is to consist of one or 
more members from each division plus Administration 
Members. Divisional Code Authorities will consist of 
not less than three nor more than twenty-one members. 


O specific unfair trade practice on “selling below 

cost” is included in the Wholesaling Code but under 
Article VIJI—Permissive Trade Practices—appears the 
much-discussed “differential clause,” which reads as fol- 
lows: “In any division in which manufacturers, im- 
porters, mills, or other primary sellers sell coincidentally 
to several classes of buyers, the Divisional Code Author- 
ity, subject to the approval and with the advice of the 
Administrator, may arrange for a conference of all inter- 
ested parties, including primary sellers or the Code 
Authority governing them, for the purpose of defining 
and establishing price differentials which shall be fair 
and reasonable in relation to the nature and extent of 
the distributing services and functions rendered by each 
buying class. Such differentials shall include all elements 
affecting the net price, such as discounts, terms and 
allowances. 

“The Divisional Code Authority, with the advice and 
consent of the Administrator and after all interested par- 
ties shall have been given an opportunity to be heard on 
the matter, shall formally announce the price differentials 
which are deemed fair on specific products. When the 
Divisional Code Authority announce that a fair whole- 
sale price differential has been established on any prod- 
uct by sources competent to (Continued on page 63) 
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eyune Osborn Brushes soon becomes a habit 
....@ profitable habit. Everywhere you call, 
in plants both large and small... . brushes are used. 


There's an Osborn Brush for practically every use. 
That means you can sell Osborn Brushes in every 


plant for practically every purpose. Do you see the 
opportunities for VOLUME.... PROFITABLE 
VOLUME? 


It's surprising how much Osborn Brush business can 
be had when you explain to the buyer that— 
"Whether you buy one or a thousand Osborn 


Brushes, Mr. Buyer, and whether you buy them once 











TT 
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or a thousand times, you secure the same, high, 
UNIFORM quality throughout. It pays to STAND- 
ARDIZE on Osborn Brushes." 


Yes Sir! Osborn has made brush selling easy for the 
salesman. A complete line of UNIFORM high qual- 
ity brushes; a store house of sales information; and 
a brush market limited only by the salesman's efforts 
to get his full share of it... . those are the factors 
that make Osborn Brushes the NATURAL line to sell 


on every call. 


THE OSBORN MANUFACTURING COMPANY SB 


5401 HAMILTON AVENUE — CLEVELAND, OHIO us. 
Sales Offices: New York — Detroit — Chicago— San Francisco =" °""" 
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ALBERT E. PAXTON 
Editor 


Face the Facts 


OW many industrial supply distribu- 
tors are there in this country? Put 
this question to 10 people and you 

are likely to secure 10 different answers. In 
the eyes of some people, size seems to be the 
controlling factor. With others, the func- 
tion performed serves as the yardstick. Still 
others insist that a house should maintain an 
adequate purchased diversified stock of indus- 
trial supplies and equipment. Of course, the 
word “adequate” is confusing. Whatisan ade- 
quate stock to one may be wholly inadequate 
to another. Who is going to be the judge? 
Other factors to be considered in determining 
whether or not a house should be classified as 
a distributor include the traveling of sales 
men, the maintenance of an accounting sys 
tem, and the rendering of delivery service. 


All of these things have a certain bearing 
on the situation, but in the final analysis, the 
only fair yardstick to use in arriving at a de- 
cision is to find out if a house buys industrial 
supplies from the manufacturer, warehouses 
them and sells them to industry. The per- 
formance of these functions is the deter- 
mining factor. Whether a house travels 
one or twenty salesmen, maintains an average 
stock of $20,000 or $200,000, occupies 5,000 
feet of floor space or 500,000 has no bearing 
on the situation. 


That is the measuring rod Mitt Supp .ies 
uses in building its verified list of distributors, 
plus the added safeguard taken in insisting 
that a distributor name at least five national- 
ly known manufacturers, and usually more, 
from whom he purchases on a distributor 
basis regularly. Although we.are not at- 
tempting to set ourselves up as an authority 
as to who is or who is not a distributor, we 
lean strongly to the belief that if a house is 
functioning as a distributor for a group of 
representative manufacturers of supplies then 
no purpose is served by refusing to recog’ 


nize such a house as a legitimate distributor. 


Now that this industry is operating under 
a Code of Fair Competition, it seems to us 
that the associations—national and local— 
should make every effort to bring every 
house, big and little, that sells industrial sup- 
plies and equipment into the fold. Such a 
policy will not invite additional competition, 
but rather curb it. It should be remembered 
that profits always have been and probably 
always will be determined by those outside 
the pale of influence of the rank and file. You 
can’t curb competition by failing to recognize 
certain houses as distributors. It’s far easier 
to control a situation when all competing 
factors are under one roof than when a large 
number are considered outcasts. 


If, under the new economic conditions, it 
is going to be possible to restrict in any way 
the establishment of new distributing out- 
lets, such restriction must necessarily come 
through the manufacturer setting up certain 
requirements for concerns that are entitled 
to a distributor's discount. 


Since it is undoubtedly true that many of 
the questionable distributors of today would 
be utterly unable to survive if forced to oper- 
ate under the code, it seems advisable to get 
them into the fold. Then they would have 
to prove their right to existence on the same 
basis as every other distributor. 

Because associations, as well as many indi- 
vidual distributors, turn the cold shoulder to 
this house or that will not change the picture 
one bit because distributors don’t have any- 
thing to say about who shall or who shall not 
perform the functions of distribution. That 
responsibility rests today as it always has 
with the manufacturer. 


It’s time for this industry to face the facts 
and build its organizations up to the point 
where they will be truly representative of 
the industry. 
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— ALWAYS 
| DEPENDABLE 


ENBERTHY INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 





The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR DECEMBER, 1933 
100 = Average Monthly Sales, 1923—1925 


1932—Broken Black Line 


1933—Solid Black Line 


December sales better than expected. Year’s business 
48.5% of 1923-25 average. 


EVERSING the customary December trend, sales 
R of industrial supplies and equipment for the last 
month of the year were only slightly less than 
those for November. The Sales Indicator, which regis- 
tered 56.5 for the latter month, drops only fractionally to 
55.9 for a month in which there were fewer working days 
and a tendency fo buy nothing for inventory reasons is 
quite prevalent. 

This relative gain in December speaks for the early 
months of 1934. Granted that sales are still far from 
normal, it does seem probable that a real swing upward 
has been started. 

Total sales for 1933, as reported by over 100 distribu- 
tors, amounted to 48.5%, or about half, of the average 
annual sales during the years 1923, 1924 and 1925. 

This percentage was not uniform throughout the 
country, of course. 

In the Eastern States, 1933 sales amounted to 43.9% ; 


in the South, 57.5% ; in the Middle West, 43.9% ; in the 
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western group, 50.0% ; and on the Pacific Coast, 55.7%. 
The above percentages were figured from reports rep- 
resenting total annual sales in 1933 of $17,844,621, as 


compared with sales in the period 1923-1925 of 
$36,868,320. 


Based on sales for the first half of the month, it 
appears that January will be slightly better than Decem- 
ber, with the most optimism being shown in the eastern 
half of the country. The Middle West Indicator, which 
registered a gain for the third successive month in Decem- 
ber, is expected to hold its own, as is that of the Western 
States. The Pacific Coast reports, however, indicate a 
slight falling off. Even though the Indicator for January 
does no better than equal that for December, its trend 
will be a large improvement over 1932, when it dropped 
considerably from December to January. 

Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 24. 
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No line of Drop-Forged Wrenches is more complete than Williams’. No other 
wrenches are more universally accepted. Everywhere their reputation for quality 
is established. Fifty patterns in more than a thousand sizes provide the proper 
wrench for industry’s every need. Fifty years of wrench-making experience 
provide the background which makes WILLIAMS the greatest name in wrenches. 


J. H. WILLIAMS & CO. “The Wrench People”, 75 Spring St.. NEW YORK CITY 


WESTERN WAREHOUSE &@ SALES OFFICE, CHICAGO — wWoRKsS, SUFFAL OC, HM. Fe 
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‘Territorial Sales Indicators 
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North Atlantic States 


As foretold by sales during the first half of December, sales for the month in 
this section dropped off from the 51.7 registered in November to 48.1. Sales for 
the year were 43.9% of average annual sales for 1923, 1924 and 1925. 


Southern States 


A pickup during the last half of the month prevented the Southern Sales Indica- 
tor from taking the decided tumble which had been expected. The December 
figure rests at 65.2, only fractionally off from November. Sales for the year were 
57.5% of those for the “normal” period. 


Middle Western States 


For the third successive month, the Sales Indicator for the Middle West moves 
up, this time to 54.5, as compared with 53.0 in November. 1933 sales, however 
were only 43.9% of those for 1923-25. 


Western States 


Recovery from its three month slide, the Western States Indicator jumps from 
49.9 in November to 54.0 in December. Yearly sales were just half of the average 
for the “normal” period. 


Pacific Coast States 


Another recovery, in this case from 55.0 in November to 56.6 in December, was 
registered on the West coast. In second place, the annual sales of this group were 
55.7% of normal. 
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COMPLETE 
LINE 





WITH MANY EXCLUSIVE SPECIALTIES 


OODYEAR is widely referred to as “the greatest name 


in rubber.” 


There is good reason for that high regard. Goodyear 
products are everywhere known for their superior quality. 





If you are not a Goodyear 
Mechanical Rubber 
Goods Distributor, why 
not inquire as to whether 
there is an opportunity 
for you to be one? Write 
to Goodyear, Akron, 
Ohio, or Los Angeles, 
California. 











Goodyear Mechanical Rubber Goods, for example, 
have an unequaled world record for economy and 
efficiency. That is because they are quality products, 
scientifically built for the job, expertly specified to 
the job. 


It is profitable to be a Goodyear Mechanical Rubber 
Goods Distributor because you have such goods to 
sell, because you have such a complete and varied line 
of them — containing many exclusive Goodyear spe- 


cialties — because they are nationally advertised and aggres- 
sively merchandised, and because they are specified and 
serviced by the G.T.M. — Goodyear Technical Man. 


Couldn’t you make money with such a line? 
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Newsy facts about industrial distributors 
and their salesmen 








Shadbolt and Boyd Holds 
Third Clinic 

During the week, January 13 to 
January 20, Shadbolt and Boyd Com- 
pany, Milwaukee distributor, con- 
ducted its third annual sales clinic. 
The Sky Room of the Plankinton 
Hotel, large and high-ceilinged, was 
engaged for this purpose. This hotel 
is located only a half block from the 
Shadbolt and Boyd establishment, so 
that customers interested in products 
not on display could be quickly taken 
to the store. 

All departments of the business, 
including automotive, construction 
and industrial, were represented by 
displays, many of which were at- 
tended by manufacturers’ representa- 
tives. 

Each visitor was registered and 
furnished with an identification but- 
ton. Shadbolt and Boyd salesmen, 
who were kept at the exhibit in relays, 
were on hand at the registration desk 
to see that visitors were shown all 
items of interest to them. 

As explained by Mr. St. George, 
sales manager of the mill supply de- 
partment, the exhibit offers the com- 
pany not only an excellent opportu- 
nity to contact its customers under 
very favorable conditions, but the 
chance to have each of its salesmen 
see and hear experienced factory men 


demonstrate their products. This 
type of sules instruction, he feels, is 
tremendously valuable—so much so 
that three new men on the sales staff 
were kept at the show during the en- 
tire week. 

Among the demonstrations put on 
were those on welding, spray paint- 
ing, and valve and cylinder grinder. 
The aim of these demonstrations was 
to give each visitor a chance to see 
the equipment in operation, to oper- 
ate it himself if he desired and to be 
shown exactly what it would accom- 
plish in service. 

Supervision of the clinic fell to H. 
C. Norman, sales manager, H. F. S 
George, vice-president and manager 
of the mill supply department, and 
Mr. Bergman, assistant manager of 
the supply department. 


Cain Addresses Meeting of Louisville 
Purchasing Agents 


W. E. Cain, executive secretary of 
the Joint Merchandising Committee, 
addressed a meeting of the purchas- 
ing agents of the Louisville area on 
January 23, on the economies which 
they could affect by purchasing their 
supplies and equipment from distrib- 
utors. 

The Neill-La Vielle Supply Com- 
pany were the dinner hosts but the 
meeting was sponsored entirely by the 





W. L. Schaefer, purchasing agent for the 
Iowa Machinery and Supply Company, Des 
Moines, is pictured with a shovel which the 
company recovered after it had been used 


to handle over 500 tons of coal. Except for 
the wear at the base of the handle, the tool 
is still in excellent shape. 





> 


Purchasing Agents’ Association. B. 
Y. Heaslitt, vice-president of the 
Louisville Chapter, presided. 

Mr. Cain, in addition to explain- 
ing the functions of the distributor in 
the industrial picture, showed and ex- 
plained the stereoptican slides which 
were prepared by the Joint Mer- 
chandising Committee from its study 
of the field. 

Fred Pfeiffer, presidents Neill-La 
Vielle Supply Company, paid high 
tribute to the success of the meeting, 
reporting to Mr. Cain that he re- 
ceived several calls from purchasing 
agents the next morning, telling him 
that they now appreciate more the 
function of the distributor and would, 
in the future, buy more through this 
channel. 

Considerable interest was exhibited 
by those in attendance in data con- 
cerning the cost of carrying stocks 
in industrial plants. 








Joint Merchandising Committee Secretary Addresses Louisville Purchasing Group 
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BLAZING NEW SELLING TRAILS 


Hewitt Co-operation Advertises 


Where lt Does YOU Most Good 


HERE at Hewitt, we believe that, as manufactur- 
ers, we are duty bound to assist our distributors 
in securing new and better customers. .. One of 
the most effective helps in this respect is the 
advertising we do in National Publications, in 
which we consistently call attention to the fact 
that our distributors, supported by our own staff, 
are available in industrial centers. 

That, for example, is why Hewitt co-operation 
selects full pages in TIME Magazine to carry a 
large share of the burden in 
opening up new accounts for di- 
stributors and their salesmen. 
TIME is, we think, today’s most 
effective medium for reaching 









important buyers of industries’ goods. .. And 
Hewitt is the only exclusive manufacturer of in- 
dustrial rubber goods to use this national medium. 
It is the magazine of the men who are most in- 
fluential in determining the purchases for their 
companies. 

These are the men at whom we are aiming our 
advertising message, because these are the men who 
can be most valuable to you. 

Reprints of this advertising, attractively finished 
with TIME covers, are available 
toall of ourdistributorsto be used 
by them as direct mail pieces. 
Hewitt Rubber Corporation, 
Buffalo, N. Y. 


HEWITT cottanh 

| | : CORPORATION 
THE GUTTA PERCHA & RUBBER: MANUFACTURING CO. EST. 1859... HEWITT RUBBER COMPANY. EST. 1904 
PACKING 


HOSE CONVEYOR AND TRANSMISSION BELTS 
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“UNBRAKO” 
“HALLOWELL” 
“PIONEER” 
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: Fig. 711 
Fig. 2382 Fig. 220 “Unbrako” Fig. 723 
“Unbrako” “Unbrako” Socket Head “Unbrako” 
Hollow Set Socket Head Stripper Hollow Pipe 
Screw Cap Screw Bolt Plug 


Pat’d and Pat’s Pending 





Fig. 1267 
“Hallowell” Steel Fig. 300 





Revolving Stool “Pioneer” Steel 
Wood Seat—Foot Shaft Hanger— 
Rest the ORIGINAL 


The four lines illustrated are all quality products, and jobbers 
interested in selling items of individuality and merit should in- 
vestigate our proposition. 


Each line is very complete, and is attractively illustrated in bul- 
letins which we will gladly furnish upon request. 
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STANDARD PRESSED STEEL CO.|'% 


BRANCHES 











BRANCHES 
nara JENKINTOWN, PENNA. po A 
DETROIT BOX 519 ST.LOUIS 























Jack Buckley, a new addition to the staff 
of the Oliver Abrasive and Tool Company, 


Buffalo. He is a graduate of the Case 


School of Applied Science. 





Code Authority Meets in Chicago 

The second meeting of the Code 
Authority of the Industrial Supplies 
and Machinery Distributors’ Trade 
was held at the Palmer House, Chi- 
cago, on January 8 and 9. All mem- 
bers were present with the exception 
of Chairman William T. Todd, Jr., 
who was absent because of illness. 
The National Recovery Administra- 
tion was represented by A. C. Cook, 
assistant deputy administrator. 

All members at the meeting were 
sworn to properly perform their 
duties, to uphold the Recovery Act 
and to abide by the by-laws, rules and 
regulations of the Code Authority. 

It was decided that where a re- 
gional committee has defined its ter- 
ritory and that territory has been 
approved by the Code Authority, any 
changes, enlargement, consolidation 
or division may be made only with 
the approval of the Code Authority. 

A ruling from L. M. C. Smith, 
assistant counsel, National Recovery 
Administration, was received on the 
status of distributors who confine 
their business entirely to one state. 
The ruling states: “In reply to your 
letter of January 11, 1934, there is no 
question but that this Code applies to 
members of the Trade who in their 
selling confine their business entirely 
to the confines of one state. This 
question has been often discussed and 
it is my opinion that members of the 
Trade selling solely within a state are 
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THE PIECE- WORKER 


HELPS THE MORSE DEALER TO SELL 
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RSE Tools have one of the most exacting judges in the 
world on their side — the piece-worker. 


Morse Dealers get the full benefit of the piece-worker’s prefer- 
ence, when advertisements like the one reproduced here are 
constantly being read by the metal working trade. 


Consistent quality and consistent advertising are a hard combina- 
tion to work against—a winning combination for you to work with. 


- MORSE: 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD - - - MASS., U.S. A. 








THE PEGE - 
fae MACHINERY 


THE MORSE LINE 
Includes 

High Speed and Carbon 

DRILLS, REAMERS 

CUTTERS 

TAPS and DIES 

SCREW PLATES 

ARBORS, CHUCKS 

COUNTERBORES 

MANDRELS 

TAPER PINS 

SOCKETS, SLEEVES 











NEW YORK STORE 
92 Lafayette Street 


CHICAGO STORE 
570 W. Randolph St. 
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on Their REAL Cost 


Four major factors, more important than purchase 
price, determine every cutter’s real cost — its 
economy to the man who uses it. 


Explain to your customers how expensive a cutter 
can be that requires frequent sharpening—(1) the 
cost of time lost while cutters are being removed 
and (2) the cost of time lost in replacing with 
sharp cutters. Point out (3) the cost of lost pro- 
duction while the machine is held up changing 
cutters, and (4) the actual cost of the sharpening 
of the cutters themselves. 


Brown & Sharpe Cutters are a decided influence 
in keeping cutter and overhead costs low for the 


manufacturer and in keeping cutter sales up, for 
Brown & Sharpe Mfg. Co., Providence, R. I. 


you. 





BRrown & 


MODERN— EFFICIENT—KEEP COSTS LOW 





Sharpe Cutters 


Get YourCustomers to Buy Cutters | 





equally subject to the provisions of 
the Industrial Supplies and Machin- 
ery Distributors’ Trade Code as are 
those who cross state lines.” 


The representative of the Admin- 
istrator, A. C. Cook, advised the Code 


| Authority that the minutes of all 


meetings of regional committees 
should be submitted in writing to the 
Secretary of the Code Authority. 
These minutes are to be approved by 
the Code Authority and become a 


| part of that body’s minutes. 


Several requests had been received 
prior to the meeting for a ruling on 
sales to public institutions at special 
terms and conditions. It was de- 
cided that no definite ruling could be 


| made by the Code Authority at this 


time, but it was suggested that mat- 
ters of this kind be referred to the 
regional committees for a ruling and 
suggestion in each territorial area. 
The following resolution was 
adopted : “All requests from regional 
areas for personal conferences with 
some Member of the Code Authority 
shall be made in writing to the Secre- 
tary of the Code Authority. The Sec- 
retary in conjunction with the Chair- 


| man shall be authorized to designate 


the Member of the Code Authority 
who may arrange for such con- 
ference.” 


Furthermore, the Chairman may 
delegate any Member of the Code 
Authority to confer with Members of 
the Trade in any area, to act for the 
Code Authority in the formation of 
the area, or assist in the election of 
Regional Committee. No Member of 
the Code Authority may officially rep- 


| resent the Code Authority without 





the authorization of the Chairman. 


Requests had been made that the 
Code Authority take some action to 
secure uniform cash discount terms 
from manufacturers. The Code 
Authority decided that it is not em- 
powered to act on this subject and 
suggested it be referred to the Na- 
tional and Southern Associations. 

Various interpretations made by 
the Code Authority at this meeting 
will be found on the next following 
left hand page. 


William E. Woodwell Dead 


William E. Woodwell, president, 
Joseph Woodwell Company, died on 
December 31, after a short illness. 
No announcement has been received 
concerning his successor. 
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jpe—| HE high cost plant is 
‘Ti doomed. New economic 
| conditions demand con- 


stantly increased efficiency and 
lower operating costs. 


There is no more important way 
to secure the necessary production 
efficiency, power economy and low 
maintenance cost than through the 
proper selection and application of 
power transmission equipment. 


Recognizing this fact, Dodge is 
announcing a vigorous sales and 
advertising campaign to industry 
for 1934 which will blaze the way 
to sales and profits for Dodge dis- 
tributors and their salesmen. 


As an example, through the 
magazines, FACTORY MANAGEMENT AND 
MAINTENANCE and MILL & FACTORY, 
the men responsible for production in industrial 
plants everywhere will be shown definitely how 
Dodge Equipment will enable them to secure 
efficiency and economy in manufacturing. 


In POWER we will point out to the plant 
engineer how Dodge Equipment will help him 
to meet the new, urgent demand for power 





Dodge Distributors 
Can Sell MEI LELNIBE ES 0 





0 A NNOUNCES 
A New Sales Plan to Help 


Distributors Capitalize on 


the 1934 Need for 





PRODUCTION EFFICIENCY 





POWER ECONOMY 





LOW MAINTENANCE 


economy and other papers will carry this story 


to individual fields. 


This advertising program to known markets— 
and the comprehensive sales plan that goes with 
it—will open up for Dodge Distributors the 
finest opportunity they have ever had for suc- 
cessful planned selling on Dodge Equipment. 
You can and should secure this business. We 
are prepared to help you in every possible way. 





DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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The Meaning to You of 1000 
REPEAT ORDER CATALOGUES 


® When alert distributors like the Pidgeon-Thomas Iron 
Company re-employ Donnelley catalogues to sell their 
50,005 structural and maintenance supplies,” you can be sure 
they have proved that catalogues pay. 


® Will you also profit by the experiences of hundreds of dis- 
tributors who have issued more than 1000 repeat order 
editions of Donnelley catalogues? 


® If you want to: 
(1) Hold down selling expenses, 
(2) Build up mail and phone orders, 


(3) Reach more buyers WITH ALL OF THE GOODS 
YOU OFFER— 


look into the selling efficiency and economy offered in Don- 
nelley Unit-compiled catalogues, to create new profits. 


® No obligation of course. Write— 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO 











CODE AUTHORITY 
INTERPRETATIONS 


UMBER 5—The Code Authority 

interprets Article V, Section 1 
(b) as indicating that only those Mem- 
bers of the Trade who accept their 
pro rata share of the cost of admin- 
|| istering the Code shall be eligible and 
| | vote for Members of the Code Au- 
thority, and/or the Regional Commit- 
tee, and/or to participate in the ac- 
tivities of their territorial areas. 


Number 6—Article VI, Section 3 is 
interpreted to prohibit gifts or dona- 
tions of tangible value except gener- 
ally accepted advertising matter. 


Number 7—Article V, Sections 2 (d) 
—Chairman of each Regional Com- 
mittee shall as one of their duties, con- 
tact the Chairmen of adjoining re- 
gional areas for the purpose of har- 
monizing differences. 


Number 8—Article II, Section 1— 
Where anyone is engaged in the dis- 
tribution of Industrial Supplies, they 
are subject to all the provisions of this 
Code, insofar as it relates to the dis- 
tribution of Industrial Supplies as de- 
fined in Article II, Section 1 of the 
| | Code, even though handling other 
lines and operating under other Codes. 


Number 9—Article II, Section 1 (sub- 
ject to revision by NRA)—Where a 
manufacturer’s branch or warehouse 
distributes tools, equipment and sup- 
plies as defined in Article II, Section 
1, other than those of his own manu- 
facture (produced by the same manu- 
facturing Partnership or corporation) 
such manufacturer’s branch or ware- 
house shall be subject to all the pro- 
visions of this Code in accordance 
with Article VIII, Section 6, insofar 
as it relates to the items defined in 
Article II, Section 1. 














Toole Company President Dies 


Frederick S. Clark, president of 
the William K. Toole Hardware 
Company, Pawtucket, Rhode Island, 
and one of the most widely known 
men in the hardware business in 
Rhode Island, died at his home in 
Providence on December 30, 1933, at 
the age of 62. 

He was born in Providence, at- 
| tended schools there and for nearly 
50 years was affiliated with the hard- 
ware business in Rhode Island. 

He started as a boy with the 
Barker-Chadsey Company and was 
later connected with the Belcher and 
Loomis Company and the Union 
| Hardware and Electric Company. 
| He was appointed vice-president of 
the Toole Company in 1913, and in 
| 1929, on the death of William K. 
| Toole, succeeded him in that office. 
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T WAS BOUND TO COME and it has—the shift to 
quality production tools. Purchasing executives 
have switched to quality production tools because they 
must make high class goods at low production cost. 
You get the attention of purchasing agents when — 
you offer them Nicholson Files. Nicholson Files represent to these executives the highest 
development of the art and science of file making. They know that Nicholson Files will help 
them produce the kind of quality goods that sell. 


Poel SIR — . Ax HELPING YOU get across the story of Nicholson 
a oO) P Ni x “i 





to File Quality is a national advertising campaign, 
carrying into your territory through newspapers, 
magazines and class publications, repeated sales 
messages each one of which mentions the mill 
supply dealer. 


MEET THE DEMANDS OF A QUALITY YEAR 
BY SELLING QUALITY FILES. Nicholson 
File Company, Providence, Rhode Island, U.S. A. 


OLS, 
soy 
USA. 


(TRADE MARE) 


contin’ A FILE FOR EVERY PURPOSE 


NICHOLSON thes 
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they need | " . 
ARMSTRONG 
TOOLHOLDERS | MMs 


With things picking up, your customers’ first 
need will be ARMSTRONG TOOL HOLDERS. 
Increased production is always preceded by a 
mobilization of the tool rooms—96% of which 
depend on ARMSTRONG TOOL HOLDERS for 
their cutting operations on lathes, planers, 
slotters and shapers. 





ARMSTRONG 


Tool Holders 
Lathe Dogs 
Ratchet Drills 


Now it is a matter of new models, of new “C” Clamps 


manufacturing methods, of more economical op- 
eration; and all these things mean that pro- 
portionately more ARMSTRONG TOOL HOLD- 


High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 


Planer Jacks 
Machine Shop Specialties 


ARMSTAGNG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
A superficial investigation of today’s plants will Pipe Vises 

Pp p 


show that the “Buy Nothing” order has during Pipe Wrenches and Tongs 
the last 2 years led to the stripping of shut | commenced 
down equipment for the maintenance of equipment still running. This means 


that increased industrial activity is forcing the purchase of ARMSTRONG 
TOOL HOLDERS everywhere. 


ERS will be sold than ever before. Where 
before it was optional, now it is essential to 
“Save All Forging, 70% Grinding and 90% 
High Speed Steel” on every operation. 








In this situation there is an opportunity — 


an opportunity for an exceedingly profitable 
drive on ARMSTRONG TOOL HOLDERS, 
an opportunity to sell the entire Armstrong 
System of Tool Holders, holders of all types, 
of all sizes. It is the part of wisdom to check 
your stock of ARMSTRONG TOOL HOLD- 
ERS teday, to fill up the gaps so that you 
ean fill all orders from stock without delay. 





ARMSTRONG Carbide Tool Holders 


Among the recent additions to the 
Armstrong System of Tool Holders are the 


ARMSTRONG Carbide Tool Holders for See that your supply of Armstrong dealer helps 
Armide Cutters and other Carbide Tipped is ample, that your organization is ies s 
Bits. All sizes, Straight or Off-set shanks. . : ‘ 8 is up-to-the 
This is also a fine tool for use on shapers Minute on the additions to the Armstrong 


with high speed steel cutters. System of Tool Holders. 


ARMSTRONG BROS. TOOL CO. 


“‘The Tool Holder People’’ 
305 N. FRANCISCO AVENUE, CHICAGO, U. S.A. 














H. C. “Dutch” Bierhorst, salesman with the 
E. A. Kinsey Company, Cincinnati. Back- 
ground is furnished by the new Cincinnati 


Terminal Building. ‘Dutch” contacts sev- 
eral contractors who had a part of the con- 
struction job on this project. 





Federal Pipe Acquires Glesener 


Branch 
The Federal Pipe and Supply 
Company, Fresno, California, has 


acquired the Fresno branch of the 
A.J. Glesener Company of San Fran- 
cisco. This expansion adds a com- 
plete stock of machine shop supplies 
and tools to the Federal lines. Two 
men have been added to the sales 
force. 


Arch B. Campbell, branch man- 
ager, is optimistic for the coming 
year. Improvement in crop prices in 
the San Joaquin valley, he states, 
have been reflected in general busi- 
ness. 


New Kentucky Supply House 
Organized 


The Industrial Supply Company, 
Incorporated, was formed in Frank- 
fort, Kentucky, on January 13, 1934. 

H. P. Aitkin is president, Frank J. 
Sutterlin, vice-president and treas- 
urer, and Irene Page Faust, secretary. 

The company plans to handle 
power transmission equipment, small 
tools and supplies, portable electric 
tools, power plant and pumping 
equipment, shop supplies, heavy hard- 
ware and machine tools. Two sales- 


men will concentrate on central Ken- 
tucky customers. 
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WHY HAVE YOU TURNED 
DOWN THIS PURCHASE 
ORDER? 


WE WON'T SUPPORT MANUFAC. 
TURERS WHO DON'T SUPPORT 
US---GIVE iT TO REPUBLIC! 





A sound distributor sales policy works best when there 
is a sound buying policy at the other end. Distributors 
dealing with manufacturers that support them are put- 


hag ting their own business on a solid 
"| Aimofattertepenfficentyon.) FOUNdation. Those who violate 


-~ et eer ct et 

the requirements of the trade solicited. e e s e 

gram trenentevess | that principle are defeating their 
and capable of delivering service results 

| that should reasonably be expected. Bf e 

3 An i ncn igo most important interests. 

= ——_ R. 


| £y Freedom from competition from his - — a 
source of supply, either direct or in- 


direct, among the trade covered by his 


5 siqiinvr=nene | THE REPUBLIC RUBBER Co. 


|" that his sales force may be given the 


advantage of specialized training and | MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


: a pasate of the product sold. YOUNGSTOWN, OHIO 

















LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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The 


hollow 
screws most 
in demand are the 


most in line with your 


promotional policy 


From the jobbing viewpoint, cost of selling 
largely decides the net profitableness of a line. 

While selling only through the Jobber, Allen has 
never left TO the Jobber the heavy end of the selling 
load. Constructive field work, aggressive advertising, 
constant product-improvement go on as our continuing 

obligation to you. . . Hardly less important to you is the 
stability of our jobbing connections. Allen Jobbers who work for 
business, remain to enjoy the profits on the business: —they have 
nothing to fear of direct selling. We build, basically, around the 
Distributor and the structure is built to endure in an era of upsets! 


THE ALLEN Mrc. COMPANY 


Harrrorn, Conn. U.$.A. 





















Poem Announces Galigher Bonus 
Payment 

To accompany a bonus, which was 
paid to all employes by The Galigher 
Company, Salt Lake City, W. H. 
Curry penned the following: 
“With Lady Luck a’smilin’ 
And depression on the run 
We've got to keep a’pluggin’ 
For the good times sure to come. 
A higher price for silver, 
A higher price for gold; 
There’s lots o’ both in them there hills 
Just itchin’ to be sold. 
We ain’t got much of either one— 
Them’s sad, sad words, but true, 
But what we’ve got is a lot of faith 
in you, and you, and you! 
And we ain’t afraid to gamble 
On what the future has in store, 
So we’re payin’ another bonus 
And wishin’ it was more. 
We didn’t exactly earn one 
In November—figures say, 
But we still believe in Santa Claus 
And in you and Christmas Day.” 


Danville, Virginia, Reported Booming 

Danville, Virginia, is reported by 
J. T. Watson, president, Swain-Wat- 
son Corporation, as one of the most 
prosperous communities in the South. 
Since September 1, textile, silk and 
hosiery mills have resumed full-time 
operation, a fine crop of tobacco has 
been sold at top prices and many 
mechanics and laborers have been put 
to work at advanced wages. 





B. W. Brown, president of the Ammex 
Equipment Company, El Paso, Texas, so 
named from the fact that it does business 
both in this country and in Mexico. The 
firm specializes in a few industrial lines and 
puts real sales effort behind them. They have 
a money-back guarantee with every item 
sold and before taking on a new line defi- 
nitély, may try it out for as long as six 
months to be sure that they have what they 
are seeking. 
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DISTRIBUTORS CHANGE LINES 
New Johnson Universal Bar Bronze Deal 


Provides new 
Sales— 

New Profit 
Opportunities 


Distributors are definitely interested in Johnson’s 


new product—and the policy back of it. 





An in- 


creasing number are changing over their lines to 


Johnson Bronze. The reasons—a new product— on 600 “in stock” 


a new policy—new sales and new profit. 





Complete size information 


Gen- 
eral Purpose Bushings, 


185 Cored Bronze Bars. 
Get the 32 Solid Bronze Bars, 
19 Hexagon Bronze Bars, 


details at least. An immediate inquiry will bring ieconsbun t nated on 


full information promptly. 


OUTSTANDING PRODUCT 


I 
2 
3 
4 
5 
6 
7 


8 
9 


Te) 


Practically all Waste Material Eliminated — Completely 
machined O.D. and I.D. Prevents blow holes and under sur- 
face defects from reaching you and your customers. 


Approximately 25% Less Weight — Means less freight — all 
of the bar is usable. 


O.D. always Concentric with the I.D. — Insures uniform wall 
thickness — reduces machine set up time — simplifies chuck- 
ing. 


Minimum of Scrap (Turnings) — Only 1/32” must be removed 
on either O.D. or I.D. for micro-metric finishing to meet 
under-size shaft and housing requirements. 


No Shift or Sag — 1.D. finishing eliminates this trouble factor 
which occurs with even the best foundry practice. 


End of Bars Machine Squared — Solid Bars centered for 
turning. 


Uniform Structure Thru-out — Under rigid laboratory super- 
vision of each furnace charge and the latest foundry practice 
with modern equipment, there is always uniform distribu- 
tion of the elements in Johnson Bronze Bars — no hard spots 
— easy machining. 


Severe Inspection before shipment — Your Guarantee to 
your customer. 


Backed by Johnson Bronze — a sincere reputable organiza- 
tion with over 25 years of specialized Bronze experience and 
fair dealing dictating customer policy. 


A Source of Supply with Sound Engineering and Metallurgi- 
cal Counsel always available to help your customers. 





information is included in 
this handy booklet. Write 
for a free copy. Ask for 
Bulletin No. 339. 


6 POINT 
DISTRIBUTOR 
POLICY 


| A line of cored and solid bars 
merchandized only through 
recognized distributors. 


Absolute freedom of competi- 
tion by your source of supply. 


Definite sales help to aid dis- 
tributors. 


Definite costs monthly with 
maintained selling prices, assur- 
ing reasonable profits. 


Constant quality product, rig- 
idly supervised by chemists and 
metallurgists, accurately 
machined. 


2 
3 
4 
5 


Positive cooperation between fac- 
tory and distributor. 


WE bo ove manT 


OHNSON BRONZE 


Factory and General Offices, New Castle, Pa. 
SPECIALIST IN BRONZE BEARINGS AND BEARING METALS FOR ALL INDUSTRY 
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YALE CHAIN HOISTS 
ARE EASIEST TO SELL 


Study the mechanism of a YALE Chain Hoist and you will 
find the most convincing evidence of YALE Supremacy. 


Each part is machined to a perfect finish: a finish comparable 
to that of the moving parts of the finest engine where accuracy 
is so essential. 

The result is SMOOTHNESS OF OPERATION : so import- 
ant in a chain hoist and so definitely characteristic of every 
YALE Chain Hoist. YALE Standards of manufacture: pre- 
cision, uniformity, working tolerances of one thousandth of an 
inch—insure absolute operating smoothness as well as great 
strength and long life. 


Point out these FACTS of YALE Supremacy to your cus- 
tomers as the reason why you sell YALE Chain Hoists. 


ia 


‘al 


sali pis edna 






23 / 


THE YALE & TOWNE MFG. CO. PHILADELPHIA DIVISION 
Philadelphia, Pan - - - - += = «© «+ U.S.A, 


2 +t tt __ aes 





Gordon G. Jackson, of the Goddard-Jackson 

Company, Los Angeles and San Francisco. 

The activities of both offices have recently 

been expanded, a mining division being 
added at Los Angeles. 


H. D. Taylor Reorganizes 


New officers elected for the H. D. 
Taylor Company, Buffalo, New York, 
are: Dr. C. E. Wettlaufer, president ; 
A. H. Brownell, vice-president and 
general manager; W. A. Reeder, 
assistant treasurer, and W. Petrie, 
comptroller. 

Mr. Brownell, the new vice-presi- 
dent and general manager, was con- 
nected with the George Worthington 
Company, Cleveland, for the past five 
years. 


McGowin-Lyons Vice-President Dies 

James Greely McGowin, vice-presi- 
dent of the McGowin-Lyons Hard- 
ware and Supply Company, Mobile, 
Alabama, died on January 1. At the 


' annual meeting of the board of direc- 


tors, Mr. McGowin’s son, Julian F., 
was elected to succeed his father on 
the board. 


W. M. Harbison Named Globe 
Hardware Manager 

W. M. Harbison has been named 
manager of the Globe, Arizona, store 
of the Globe Hardware Company. 
He will continue to serve as purchas- 
ing agent for this store. 

W. T. Lightle, secretary of the 
company, is the purchasing agent for 
the Miami, Arizona, store. 

E. R. Hagan, a salesman, has been 
added to the force. 














FEBRUARY, 1934 MILL SUPPLIES 39 








years of intensive application to the problems of belt lacing are behind 
the highly refined equipment produced by Clipper today. 


seconds is the time required to lace a six-inch belt with the Clipper 
No. 6 speed lacer. 





years of continuous running is one of many records made by belts 
laced with Clipper Hooks. 





O to 30% less than any other belt hooks made in America is a price 
argument which alone should convince every plant purchasing 
O agent that Clipper Quality Hooks are the only hooks to buy. 


rusn ( pper Lacing Cquipment This year American industry needs 
cf 


it to meet the new deal of maximum efficiency production. 


Clipper Beli Lacer Company 


GRAND RAPIDS MICHIGAN 
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The STANLEY Camera Man 
finds plenty of BUSY To OLS 


Cutting sheet metal with a Stanley Unishear 









* 
Stanley Electric Tools because 
of their quality and mechanical 
strength stay bu 







Hole saw work with a Stanley Drill 

& 
plenty of proof that Stanley 
Electric Tools are Busy Tools. 






ce 


x 














Trimming, metal partitions with a Stanley Unishear 
| 





= 
greatest varicty of jobs. They are 
the kind of tools which will pay 


i Te eee ~~." c¥i, 7° 
Boring bolt holes with a Stanley Drill 
o 
They are usually busy because 
they do so many everyday jobs 








aa | A battery of Stanley Hammers drilling concrete flocr 


o 
you the best returns. Especially 
when they are backed by a 
Grinding off scale and rough spots with a 


Stanley Aerial Grinder 
* 


— and do them better, quicker 
and without interruption. 


re ‘ % 4 % 
“ an 












Chipping off boiler scale with a Stan/ey Hammer 


company with an intelligent, 
cooperative distributor policy. 
j The Stanley Electric Tool Co. 


New Britain Connecticut 


Cutting random Limestone with a Stanley Stone Saw 


Peden Company Elects Officers 


Election of four new directors, all 
of whom are employes of the com- 
pany, featured the annual meeting of 
the stockholders of the Peden Com- 
pany, held in Houston, Texas, on 
January 15. 

Those named to the directorate for 
the first time were: Oph Farmer, C. 
O. Bartley, M. G. Oliver and J. B. 
Robinett. Others named were: E. A. 
Peden, D. D. Peden, E. D. Peden, A. 
G. Peden, John A. Harvin, B. E. 
Taylor, N. A. Fitch, Fred M. Gold- 
ing, E. G. Edson, S. C. Red and W. 
S. Cochran. 

Officers named were: E. A. Peden, 
chairman of the board; D. D. Peden, 
president and treasurer; John A. 


| Harvin, vice-president and general 
sy longer on the | 


manager; B. E. Taylor, vice-presi- 


| dent; Fred M. Golding, vice-presi- 


dent; Oph Farmer, vice-president 
and general manager; J. B. Robinett, 
secretary, and V. H. Cardin, assistant 
treasurer. 

Reports submitted at the meeting 
showed that the company experienced 


| a most satisfactory year in 1933. The 


outlook, from D. D. Peden’s view- 
point is for an even better year in 


1934. 


Worthington Salesmen Visit 
Goodrich Plant 


As one feature of their annual 
sales convention, 125 salesmen of 
The George Worthington Company, 
Cleveland, travelled to Akron on De- 
cember 27, for an all day visit at the 
plant of The B. F. Goodrich Rubber 
Company. The group, accompanied 
by Worthington directors—H. H. 
Riddle, L. H. Weber, C. L. Seith, C. 
H. Bleil, D. Aitken and J. G. Schul- 
lian, devoted their time to a tour of 
the various manufacturing and re- 
search departments of the Goodrich 


| Mechanical Rubber Goods Division. 


At luncheon, held in the ballroom 
of the Mayflower Hotel, the group 
was addressed by V. I. Montenyohl, 
C. E. Cook and W. S. Richardson of 
the Goodrich organization. Mr. Rid- 
dle responded on behalf of the visi- 
tors. 


Confidence in prospects for 1934 
was expressed by officials of both 
companies. The visit was pronounced 
by Mr. Richardson to be “one of the 
largest and most successful meetings 
with distributors’ salesmen ever held 


| by the Goodrich Mechanical Divi- 
sion.” 




















New and Improved Industrial Products 











‘ Hand Drills 


[yer forged from special high carbon 
chisel steel, hardened and tempered 
to insure sharpness, this new line of four- 
point drills for hand drilling in concrete, 
stone, brick, plaster, tile and asphalt 
comes ina complete range of sizes, 8, 12, 
18 and 24-inch lengths are made in diam- 
eters from %-inch to l-inch by sixteenth 
inches; large diameters from 1-inch to 
1%4- inch come by eights in the 12, 18 and 
24-inch length. They are finished in black 
baked enamel with edges ground bright 
and the shanks are of proper stiffness to 
prevent bending. — Armstrong Brothers 
Tool Company, Chicago, Illinois, Mitt 
Suppties, February, 1934. 


Cutter Adapter 





a! 


A FEATURE of the cutter adapter for 
straight shank end mills is the locking 
cam which draws it securely to a seat and 
furnishes a positive drive. The surface 
of the cam engages the flat surface of 
the groove in the shank of the adapter 
while the shank itself is held from con- 
tact with the walls of the taper hole by 
means of a spring, thus allowing the slot 
to easily square itself with the cam. B 

this means a positive lock is obtained. 
The shank of the end mill is securely 
held by means of a safety set screw.— 
Brown and Sharpe Manufacturing Com- 


pany, Providence, Rhode Island. Mn 
Suppiies, February, 1934. 
Punch Kit 





oo built for long, hard serv- 
ice, this punch incorporates the fol- 
lowing features; front pointer and side 
gauge combinaticn make it possible to 
punch a number of holes at uniform dis- 
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tance from the edge of sheet without 
center-punching; tool steel bushing in 
punch guide, permitting smooth, easy 
travel of punch holder in guide; hard- 
ened steel side links hold handle and 
frame in alignment; forged-steel swing- 
ing stop, controlled by spring locked in 
frame, prevent handle from going back 
too far when raised for punching, Fur- 
nished with seven punches and dies, 3/32, 
1%, 5/32, 3/16, %4 and 17/64-inch.—Parker- 
Kalon Corporation, New York City. MILv 
Suppuies, February, 1934. 


Gate Valve 





























NTENDED for oil or steam service up 

to 600 pounds at 800° Fahrenheit, or 
non-shock cold working pressure up to 
1500 pounds, this drop forged steel gate 
valve may be repacked while under pres- 
sure. The construction utilizes a union 
bonnet and an inside screw stem, the bon- 
net furnished as desired in either gas- 
ket or ground joint. The valve seats 
are rolled in and may easily be removed 
while the wedge is solid. Available in 
sizes from %4-inch to 2-inches, valves can 
be furnished in_ steel, stainless steel, 
Nitralloy or Monel metal trimmings to 
suit the intended use—Henry Vogt Ma- 
chine Company, Louisville, Kentucky. 
Mitt Suppuies, February, 1934. 


Truck Caster 


NEW truck caster is said to operate 

as easily with heavy loads as with 
moderate ones. Top plates, yoke base, and 
thrust bearing are of drop forged steel 
while the yoke legs extending to the 
wheel are cut from structural steel. Un- 
its are assembled by arc-welding. Double 
ball-bearing swivel with hardened race- 
ways, Hyatt roller bearing axle and two 
Zerk fittings are standard equipment. 
Wheel sizes range from 3%-inch to 6- 
inches, with wheels in either semi-steel, 
textolite, aluminum or rubber-tired—The 
Service Caster and Truck Company, Al- 
bion, Michigan. Mitt Supprttes, February, 
1934. 


Straight-Line Cutting Machine 





C LEAN, finished cuts are made by this 
machine which consists essentially of 
a steel channel supporting base, a means 
for moving the blow-pipe, and adjust- 
ments for setting the blow-pipe to cut 
levels. Motion in two directions is pos- 
sible: 45-inches longitudinally and 7%- 
inches laterally. A reverse switch permits 
motion in either direction and an auto- 
matic catch disengages the carriage from 
the worm drive when the end of the 
track is reached. A linear range of up 
to 33-inches per minute is possible, de- 
pending on the gear ratio specified, A 
governor, graduated in inches per minute, 
sets the speed. Furnished either with 
two transverse hand wheels for hand op- 
eration, or with one hand wheel and a 
110-115-volt universal motor, either of 
which can be used by simply throwing a 
lever—The Linde Air Products Company, 
New York City. Mitt Supptirs, Febru- 
ary, 1934. 


Portable Beer Pump 





HE compactness of this centrifugal 

pump is accomplished by boltin ng the 
pump casing directly ‘to the motor frame 
and mounting the impeller directly on 
the motor shaft. Pump is all bronze con- 
struction, of a composition entirely free 
from lead and especially adapted to han- 
dling beer. A removable suction head, 
held in place with wing nuts, facilitates 
inspection and cleaning while ‘the correct 
impeller design prevents foaming. Push 
button control and extension cable for 
plugging into nearest outlet, together with 
the three wheeled steel carriage, make the 
unit portable. Worthington Pump & Ma- 
chinery Corporation, Harrison, New Jer- 
sey. Mitt Suppiies, February, 1934. 
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Industrial Signal 





|B pee mcer ape for use on any kind of 
signal system using any kind of cur- 
this simple and thoroughly reliable 
calling device is particularly recommended 
for code calling use in industrial plants. 
Located at switchboard, and connected in- 
to the signal system, the device provides 
30 separate codes to call any of 30 dif- 
ferent people. Operation consists of set- 
ting the dial and pushing down on the 
plunger. Each code is repeated three 
times, automatically, by one setting of the 
dial. Supplied in green crackle lacquer 
and furnished with rubber foot pads, it 
comes with cord and connector, ready to 
install.—Federal Electric Company, Chi- 
cago, Illinois. Mitt Supprties, February, 
1934 


rent, 


Threading Die Heads 





ECOMMENDED by 


turer 


the manufac- 
for high production or heavy 


duty service, or for work that must be 
held to extfemely close thread limits, 
these special alloy steel die heads are 


simple in their design and their construc- 
tion is such as to give remarkable rigid- 
ity, insuring accuracy and at the same 
time practically eliminating wear of the 
working parts. By inter-changing chaser 
holders, the die heads may be employed 
for cutting both right and left hand 
threads. The graduations on the adjust- 
ing mechanism are clearly marked and 
widely spaced so that adjustments of 
.00025-inch are possible. Available in 
three distinct types for turret lathes, au- 
tomatic screw machines and hand thread- 


ing machines of the bolt cutter type.— 
Landis Machine Company, Waynesboro, 
Pennsylvania. Mitt Suppiies, February, 
1934 
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Condensate Remover 





ELYING on the utilization of the 

thermo-dynamic properties of steam 
and hot water for its operation, this ap- 
paratus for removing condensate from 
steam condensing devices, kettles and 
presses, has no moving parts. Sold in 
various sizes from %-inch to 1%-inches, 
in a range wide enough to accommodate 
any drainage condition, it offers these fea- 
tures: positive visual indication at all 
times; a means for handling entrained air, 
the capacity of which increases in pro- 
portion to the amount of air present; 
ability to operate on any steam pressure 
up to the mechanical strength of its body 
without any exchange of parts; installa- 
tion without a by-pass——The Coe Manu- 
facturing Company, Painesville, Ohto 
Mitt Suppties, February, 1934. 


Airless Painting Machine 





HIS self-contained electrical unit 
utilizes centrifugal force in applying 
the paint and other material, rather than 
the customary air pressure method. Paint 


is forced out in an even, fan shaped 
spray, which, by instantaneous adjust- 
ment of the distributor, may be varied 
from less than one to eighteen-inches in 
width. The cut-off on all four sides can 
be held sharp at the option of the opera- 
tor, making it possible to paint up to 
door frames, picture mouldings and base- 
boards with great accuracy and without 
splattering these trims. The consump- 
tion of paint can be regulated to the nec- 
essary quantity by means of a paint con- 
trol valve at the base of the machine. 
This control allows a one or two coat 
finish as the case demands and it pro- 
vides against waste of material. There 
is no paint fog or dirt to endanger the 
health of the operator or to inconveni- 
ence anyone who may be present in the 
room where the machine is being used.— 
Electrical we Equipment Company, 
Incorporated, New York City. Mutt Sup- 
PLIES, February, 1934. 


Gas Bench Furnace 





OMPACT, but large enough to handle 

the largest soldering, hatchet and 
branding irons, for the heat treating of 
many carbon steel tools and metal parts, 
or for melting small quantities of soft 
metals. A flame temperature of 2250° 
Fahrenheit and a firebox temperature of 
1800° is attained with a gas consumption 
of 15 cubic feet an hour per burner, The 
three powerful Bunsen burners are lighted 
by a pilot light and have individual shut- 
off valves. Firebox is lined throughout 
with durable fire clay—Red Devil Manu- 
facturing Company, Bellwood, Illinois. 
Mitt Suppttes, February, 1934. 


Steel Binding 


B* using a steel binding on which is 
imprinted the shipper’s name or brand, 
both protection and advertising are ob- 
tained. “Pilferstop” cannot be cut off and 
reapplied because when cut it automatic- 
ally becomes too short. The colorfully 
printed name precludes the possibility of 
peo other binding on a tampered 
-ase as the substitution would be obvious. 
W hile this product is particularly intended 
for use on wines and liquors it is of 
equal protection to practically all classes 


of shipments.—The Stanley Works, New 
Britain, Connecticut. Mitt Supptes, Feb- 
ruary, 1934. 
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Experienced buyers and users of bolts know 
what to look for in a quality bolt—a full square 
head, neatly formed; a nut face true with the 
axis of the bolt; clean, sharp threads; and a nut 
fit that is neither too tight nor too loose. 


But every buyer of bolts can’t be expected to 
know all these details, can’t hope to inspect 
every single piece to make certain that it is just 
what it should be, and yet can’t afford to take 
chances when the safety of life may hang on 
a thread. So Upson has provided another way 
to know a good bolt—by the letter U on the head 
of the bolt. It’s only a little mark, but it means 
much—the right steel, the most modern heading 
practice, threads true to standards, and correctly 
heat-treated for the job it has to do. 


Specify Upson headed and threaded products 
by name and look for the identifying U when 
using them. 


00D BOLT 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. 
Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for 
every use. Your specialities are our specialty. 


UPS ON NUT Of. ¥ §33- ' oe 


REPUBLIC STEEL 


CORPORATION 


CLEVELAND, OHIO 


Re 
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amu COFFING HOISTS “THE UNIVERSAL TOOLS” 


Why are They GOING OVER for Distributors ? 


Because they have captured the imagination and enthusi- 
asm of distributors’ salesmen. 





Because their exceptional merits are so readily noted by 
industrial buyers. 


Because the manufacturer accords the distrib- 
utor and his salesmen the kind of sales assist- 
ance they like. 







Why don’t you look into our 
distributor proposition? Write 
at your earliest opportunity. 


Coffing Hoists 


Soundly Designed 
Simply Constructed 
One-Man Operated 
Exclusive Free-Chain Mechanism 
Unbelievably Light 
Remarkably Powerful 
Extremely Versatile 
Economical 








1. The Electric Coffing Hoists. Capaci- 
ties: fie { and 2 tons. Weights: 


2. Model A—% ton; Weight: 14 Ibs., 
and Model F—i'/ ton; Weight: 25 Ibs. 


3. Our Model F. T.—Capacity: 3 tons; 
Weight: 34 Ibs. 


4. Model Z—Capacity: 6 tons; Weight: 
6 Ibs. 














No. 2 


No. 3 No. 4 





313 E. Van Buren St. COFFING HOIST COMPANY banville, tii. 











—— = —— —y 


YOU WILL FIND IT — ae one 
PROFITABLE TO MAKE DUMORE ELECTRICAL 
TOOLS ONE OF Ee’ Sa ST ae 
YOUR “KEY” LINES 


Because: | 
| 





—Dumore Grinders have an unques- 
tioned reputation for high quality 






—Sales of Dumore Grinders always 
show distributors an adequate profit \ 


—Dumore Grinders are sold exclu- 
sively thru distributors, limited in 
number, according to size of territory \ 


—Distributors’ salesmen are accord- 
ed consistent sales assistance by the he uit 


t 

factory The grinder illustrated Is the 
Dumore No. 5, 2 H. P. spindle 
speeds 4,000 to 35,000 R. P. M. 


THE DUMORE COMPANY 
101 Sixteenth St. 


Racine, Wisconsin 


inquire if a distributorship 
is open in your territory 





eeo PRee 


-*" GRINDERS "°° 











At the Fort Worth Well Machinery and Sup- 
ply Company, our wandering reporter found 
R. L. McCann, left, and H. G. Parr, general 
manager, busily engaged in handling orders 
on their water meters for shipment to Europe 
and South America. This company recently 
purchased a full carload of new catalogs and, 
God bless ’em, did not lay off a salesman 
during the depression. 





Samsco Appoints Corpus Christi 
Branch Manager 


J. B. Roberts, assistant manager of 
the Waco, Texas, branch of the San 
Antonio Machine and Supply Com- 
pany, has been appointed branch 
manager of the Corpus Christi 
branch. 

Mr. Roberts, who has been with 
the company for several years, was 
formerly general manager of W. F. 
Dulaney and Sons, Paris, Texas. He 
has a wide acquaintanceship in the 
mill supply field of Texas and is very 
enthusiastic about the possibilities at 
Corpus Christi. 


Flood Makes Operations Difficult 

in Hoquiam 

Continual rains and flood condi- 
tions in the Northwest during the last 
part of December made the task of 
| operating a supply house doubly diffi- 
cult. 

F. G. Foster, president, F. G. Fos- 
ter Company, Hoquiam, Washington, 
reports three to six inches of water 
over all the lower floors, with the 
basements entirely flooded. 
| Industry in this district is still at 
| a low ebb but some improvement is 
| looked for beginning some time in 
| February. 





Baldwin Hall Adds Service Manager 

E. J. Andress, formerly with the 
| Syracuse branch of the R. C. Neal 
| Company, Incorporated, has been 


added to the mill supply department 
of the Baldwin Hall Company, Syra- 
cuse, New York, in charge of service. 
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McGowin-Lyons Elects New Officers 


At a meeting of the board of direc- 
tors of the McGowin-Lyons Hard- 
ware and Supply Company, Mobile, 
Alabama, early in January, the fol- 
lowing officers were elected: J. F. 
McGowin, chairman of the board; 
Mark Lyons, president; J. W. Pugh, 
vice-president and treasurer; R. L. 
Bidez, vice-president; T. B. Soost, 
secretary and Mark Lyons, Jr., as- 
sistant secretary and treasurer. 


Standard-Shannon President 
Recovered from Operation 
George A. Kerbaugh, president, 
Standard-Shannon Supply Company, 
Philadelphia, who was operated on 
for appendicitis just before Christ- 
mas, has made a rapid recovery and 
is again in his office. 


Hajoca Corporation Adds Mill Supply 
Department 


W. C. Tate, manager of the Read- | 


ing branch of the Hajoca Corpora- 
tion, has announced the opening of 
a mill supply department in the in- 
dustrial division. Frank J. Yeager, 
formerly with the Reading Foundry 
and Supply Company, has been em- 
ployed to head this department. 


New Lines for Newark Distributor 


New lines taken on during 1933 by 
Oppel, Glanfield and Rowe, Incorpo- 
rated, Newark, New Jersey, include 
those of the Cleveland File Com- 
pany, the Greenfield Tap and Die 
Corporation and the Ferry Cap and 
Set Screw Company. 





C. F. Cludius, Charles Bond Company, 

Philadelphia, left, Herbert Strong, Strong, 

Carlisle and Hammond Company, Cleve- 

land, and G. C. Noros, Bond Foundry and 
Machine Company. 


...more FACTS 


ABOUT BELMONT 
CO-OPERATION 


— step in the Belmont 
Plan of distributor coopera- 
tion is the Belmont advertising 
program. 


70,000 messages monthly in a se- 
lected group of the leading journals, 
help build your sales by reaching 
engineers and others who may be 
responsible for the purchasing of 
packings. 


This is prestige building advertis- 
ing, urging packing users to patro- 
nize the Belmont distributor. 


It will pay you to investigate the 
Belmont plan—it has been devel- 
oped for distributors — find out 
how the Belmont Sample Kit per- 
mits your salesmen to talk intelli- 
gently about packing qualities and 
how the new Belmont Catalog No. 
33 aids your packing sales by the 
service recommendation charts. 











“There is a Belmont Packing 
for Every Service” 














THE BELMONT PACKING & RUBBER CO. 


Butler & Sepviva Streets a a Philadelphia, Pa., U. S. A. 











The Belmont Sample Kit of Packings.. . 
to help your salesmen . . . SELL Packings. 


The Belmont Catalog No. 
33 includes service recom- 
mendation charts .. . it 

. Shows the correct packing 
for every job. 
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MODERN PRODUCTION 


demands up-to-date equipment 


Obsolete methods and worn-out equipment must be 
replaced now. Every plant must modernize to reduce 
costs to competitive levels and insure reasonable profit. 


‘ew AL-LITE SAFETY HOIST is more 


than up-to-date —it’s years ahead. It 


the WORLD’S FIRST ALCOA ALUMINUM 


ALLOY HOIST. 


The SAFETY OVERLOAD GOVERNOR 


guards against accidents and prevents de- 


Jays in the production line. 


33% LIGHTER IN WEIGHT. 


maintenance crew on a breakdown. 


HIGH EFFICIENCY means more speed in 
handling materials and less fatigue to the 


workmen. 


EVERY PLANT IS A PROSPECT — SELL 


MODERNIZATION. 


Chisholm-Moore Hoist Corp., Tonawanda, N. Y. 
(Division of Columbus-Mc innon Chain Corp.) 





CHAIN HOISTS 
TROLLEYS 





It can be 
quickly and easily moved from one job to 
another by one man. Saves time for the 





ELECTRIC HOISTS 
CRANES 





is 


























AND NOW 
COMES PROOF! 


We naturally were pleased over the 
immediate enthusiastic reception accord- 
ed the new POWER KING and the new 
POWER BOY by distributors — and the 
actual stock orders placed by these dis- 
tributors, but now— 


Distributors are Re-ordering 


That proves distributors’ salesmen are 
carrying enthusiasm into their sales work. 
lt proves industrial plant buyers are 
quickly perceiving the advantages of 
these powerful new railway car tools. It 
shows the opportunities that are open to 
those other distributors who may take on 
our products under our attractive selec- 
tive distributor plan. 


You are invited to write for complete information 

about the POWER KING and the POWER BOY; 

and their established companion lines, The BADGER 

and NEW BADGER Car Movers and the ADVANCE 
Safety Car Wrench. 


ADVANCE CAR 


APPLETON 


CANADIAN ADVANCE CAR MOVER CO., 








The New 
POWER KING 


for the heaviest loads 


POWER BOY 


for average loads 





WE DO OUR PART 


MOVER CO. 


WISCONSIN 
Welland, Ontario, Canada 

















John Hedge, manager of the mill supply de- 
| partment of the M. C. Hale Hardware Com- 

pany, Tulsa, Oklahoma, hails (pardon) from 

the oil capital of the world. Despite his 

youthful appearance, he has been with the 
company 16 years. 





Montana Distributor Adds Lines, 
Elects New Secretary-Treasurer 


The Great Northern Tool and Sup- 
ply Company, Billings, Montana, has 
taken on the Gates Rubber Com- 
pany’s line of V-belts and the line of 
the Lincoln Electric Company for the 
states of Colorado, Utah, Wyoming 
and Montana. 

This company operates warehouses 
in Billings, Montana, Kevin, Mon- 
tana, Cody, Wyoming, Casper, Wyo- 
ming and Denver, Colorado. 

H. W. Woulfe has been elected 
_secretary-treasurer, replacing L. L. 

Worthington. 


Holyoke Supply Licensed to Sell 
Sprinkler Systems 
The Holyoke Supply Company, 
Holyoke, Massachusetts, has been 
approved by the Code Authority of 
the Automatic Sprinkler Code as a 
distributor and licensed to sell “Cen- 
_ tral” automatic sprinkler equipment 
within the state of Massachusetts. 
Under the above mentioned code, 
it is necessary that any firm selling 
automatic sprinkler equipment or in- 
stalling such equipment, be qualified 
as to responsibility, experience and 
competency in order to be approved 
by the Code Authority. 


Standard-Shannon Distributes 
Safety Clamps 

The Standard-Shannon Supply 
Company, Philadelphia, has taken on 
the line of the Never Slip Safety 
Clamp Company on an exclusive 
basis. These clamps are used for 
sling chains and hoists. 
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Pidgeon-Thomas Issues New Catalog | 
With its cover carrying a pigeon in 


groml, the seond ataig wo bee | FILES BY CLEVELAND” 


sued by the Pidgeon-Thomas Iron | 
Company in the last six years is not | 
only unusually attractive in appear- | 
ance but contains information on a | 
multitude of supply items. Lines | 
featured include iron and steel, heavy | 
hardware, sheet metal, contractors’ | 
equipment and supplies, paints, fenc- 

ing, and roofing, in addition to a gen- 

eral listing of mill, railway and ma- 

chine shop supplies. 


This new catalog was prepared and 


printed by the Catalog Department of | 
R. R. Donnelley and Sons Company. | 


Manufacturers Supply Adds Lines 


The Manufacturers Supply Com- 
pany, Grand Rapids, Michigan, is 


now distributing the lines of the | 
Autovent Fan and Blower Company, | 


Chicago, and the American Asphalt 
Paint Company. 


E. H. Idema, president, reports 
business in the furniture industry 
some better and the metal trades busy 
on automobile accessories and bodies 
and refrigerator hardware. 


Smith-Courtney Adds Lines 


Among the new lines recently taken 
on by the Smith-Courtney Company, 
Richmond, Virginia, are: 


Distributors of 


know.... 





















































On Sales of Cleveland Files... 


..... because the merchandising of Cleveland" products is based 


on a sound distribution policy that takes the file business out of the 
convenience class and places it in the profitable business class. 
The Cleveland File Company's Distributor Policy is based on 
"5 Points" :— 


I 


Cleveland | 


File Company’s “Super-Duty”’ files, | 


gasoline-pumping and oil storage 
equipment manufactured by the Gil- 
bert and Barker Manufacturing Com- 


y 


pany, Springfield, Massachusetts, and | 


Rockwood pipe covering and insulat- 
ing material manufactured by the 
Standard Lime and Stone Company, 
Baltimore. 


Warren and Bailey Sell Air Filters 


Warren and Bailey Company, Los 
Angeles, has been appointed distribu- 
tor in California for “Dustop” glass 
wool filters. 

This filter is essentially a mass of 
spun glass fibers compressed into a 
closely packed form, coated with a 
viscous material and enclosed in a 
fiber board container. 
which are 20 inches by 20 inches by 
2 inches in size, can be set up in large 
vertical banks on steel frames for use 
in industrial and commercial build- 
ings. The cost of the filters is so low 
that they can be replaced with new 
units at intervals of several weeks. 





Sales Policy—As members of 
the American Supply and Ma- 
chinery Manufacturers Associa- 
tion we merchandise our prod- 
ucts only through legitimate 
established distributors. 


Resale Policy—We believe that 
distributors are entitled to a 
proper margin of profit. Our 
distributors secure this profit 
through a resale limit consumer 
discount maintained by them. 


brands of 
quality has 


2 
A 


Quality Products—In the pro- 
duction of Super-Duty and other 
"Cleveland" 


always 
prime incentive. 


Factory Cooperation —Through 
a definite set-up of repeated 
personal assistance, in the intro- 
duction and maintenance of 
sales; we cooperate fully with 
our distributors for a continued 
expansion. 


Local Publicity—All our con- 
sumer advertising is concentrat- 
ed in the various territories of 
our distributors and is pointed 
to direct, immediate local reac- 
tions. 


files, 
been the 


Through con- 


stant research and development 
the usability 
"Cleveland" files is always in- 


creasing. 


value of 


Super-Duty Brand Files are superior cutting tools—when you sell 
them you do your customer a real service and assure complete 
satisfaction, for you supply a longlife tool that will speed up a time- 
consuming hand labor job, cutting production costs. Write today 
INDUSTRY 
— vor C, 

¥ ==> =o, 


for details. 


The filters, | 


5 





The CLEVELAND FILE Conpeny 


3400 HAMILTON AVE. 






CLEVELAND, OHIO 








MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and 


other facts of interest 








Connors Heads Code Authority 


J. H. Connors, vice-president and 
general manager of the mechanical 
goods division, B. F. Goodrich Com- 
pany, has been named chairman of 
the divisional code authority for the 
mechanical rubber goods group of 
the industry, it is announced by A. L. 
Viles, president of The Rubber 
Manufacturers’ Association. 

Others selected to serve with Mr. 
Connors include H. N. Young, Ham- 
ilton Rubber Manufacturing Com- 
pany, Trenton, New Jersey; C. D. 
Garretson, Electric Hose and Rubber 
Company, Wilmington, Delaware; 
A. L. Kress, deputy administrator of 
the National Recovery Administra- 
tion and Viles. 


Clark New American Screw Manager 


The American Screw Company of 
Providence, Rhode Island, announce 
the appointment of E. E. Clark as 
general manager. 

Mr. Clark is well known in the 
hardware industry, having held ex- 
ecutive positions with several repre- 
sentative companies. He brings to 
the American Screw Company a val- 
uable background of actual produc- 





Charles H. Coffey, president of the Victor 

Belting and Rubber Company, Los An- 

geles, discusses the Quigley line with W. H. 
Gaylord 
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tion and sales experience in this in- 
dustry. 

He will be located in Providence 
where he will have charge of the 
various operating divisions of the 
company. 


Allis-Chalmers Executive Elected to 
Machinery Executive Group 


Election of Leo W. Grothaus, of 
Milwaukee, to its executive commit- 
tee is announced by the Machinery 
and Allied Products Institute. The 
Institute, which has been the leader 
in the code deliberations of the cap- 
ital goods industry of the country, is 
headed by John W. O’Leary of Chi- 
cago. 

Mr. Grothaus, an officer of the Al- 
lis-Chalmers Manufacturing Com- 
pany, is the third prominent figure in 
Milwaukee industrial circles to be 
honored by the M. A. P. I. member- 
ship. The other two are Robert E. 
Friend, of the Nordberg Manufactur- 
ing Company, and C. S. Wagner, ex- 
ecutive of the Koehring Company. 
Mr. Grothaus will represent the Rock 
and Ore Crusher Association in the 
M. A. P. I. councils. 


Hygrade Sylvania Moves Chicago 
Office 


The Chicago office of Hygrade Syl- 
vania Corporation has moved from 
its former location at 445 Lake Shore 
Drive, to 612 North Michigan Ave- 
nue. The warehouse, however, is 
still maintained at the former address. 


New Department Heads Appointed 
by Disston 


Henry Disston and Sons, Incorpo- 
rated, Philadelphia, has announced 
the appointment of two new depart- 
ment heads, Walter H. Gebhart in 
the industrial sales division and 
Ernest Query in the hardware sales 
department. 








Walter H. Gebhart 


Mr. Gebhart joined the Disston or- 
ganization in 1910. For two years 
he was connected with the sales de- 
partment handling correspondence. 
He then was transferred to the plant 
in a production management capacity, 
where he devoted two years to special 
wood-working production and four 
years to production management in 
the saw works. He then returned to 
the sales department, being made as- 
sistant sales manager of the indus- 
trial division in 1931. 

Mr. Query started with the Diss- 
ton organization in 1914 as retail 
salesman and demonstrator in the 





Ernest Query 


hardware department. After two 
years in this work, during which time 
he traveled extensively, he was given 
the responsibility of training and di- 
recting new salesmen in the retail 
hardware sales department. 

In 1920, Mr. Query was brought 
to Philadelphia and, until 1926, di- 
vided his time between office sales 
work and calls on hardware jobbers. 
He was appointed assistant manager 
of hardware sales early in 1926. 
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Flexible Steel Lacing Representative 
Dead 


Charles J. Smith, sales representa- 
tive for the Flexible Steel Lacing 
Company, died during the night of 
December 18, at his home in Perry, 
Iowa, as a result of an acute attack 
of indigestion. Mr. Smith had been | 








Charles J. Smith 


associated with the Flexible Steel 
Lacing Company for 13 years, dur- 
ing the last 11 of which he repre- | 
sented them in Iowa, Missouri, Ne- 
braska and Kansas. 

He was born in Manitowoc, Wis- 
consin, 45 years ago and moved to 
Perry at the time he took charge of 
the four states named. 

Mr. Smith is survived by his wife, 
a daughter, Arla Ruth, now in Perry 
High School, and a son, Ronald, 
a student at Drake University. His 
mother, sister and three brothers also 
survive him. 


Johnson Bronze Opens New York 
Warehouse 


The Johnson Bronze Company has 
opened a new warehouse at 171 La- 
fayette Street, where a complete 
stock of general purpose bronze 
bushings and bars will be carried to 
serve the industrial trade in eastern 
New York, northern New Jersey and 
New England. The warehouse is in 
charge of R. C. Clarke, district man- 
ager. 


Henry Baum Dead 
Henry Baum, vice-president of 








Adam Cook’s Sons Company, Incor- 
porated, manufacturers of lubricants, 
died January 20 in the Muhlenberg 
Hospital in Plainfield, New Jersey. 
Mr. Baum was 34 years old. 


Manhattan Rubber Appoints Bauer 


Charles H. Bauer has been ap- 
pointed merchandising manager of | 
the V-belt department by The Man- 
hattan Rubber Manufacturing Divi- 
sion of Raybestos-Manhattan, Incor- | 
porated. Mr. Bauer has had long ex- | 


perience in this specialized field. | 


This Message ss Uddsessed lo Lunkenhermes 
Mistuibutors and Shei Salesmen. 


Fig. 
Fig. 
Fig. 





PLUG TYPE VALVES 
for Severe Service 
1021-P, 150 lb. SP ‘“‘Ferrenewo”’ 
73-P, 200 lb. SP “‘Renewo” 
16-P, 300 lb. SP ‘“‘Renewo” 


Illustrated in booklet 541-A, 








Permanent Customer Trade 


VERY active member of a 

Lunkenheimer distributor 
organization is aware of the 
uniformly high grade of Lun- 
kenheimer Products. 


Every distributor’s salesman 
knows that the Lunkenheimer 
Line provides the correct item 
for practically every application 
in every industrial plant on 
which he calls—not only on 
valve requirements, but on 
boiler mountings and lubricat- 
ing devices as well. 


If a distributor’s salesman 
will confine his sales efforts on 
valves and related lines to 
Lunkenheimer exclusively, sell 
the quality of this old estab- 
lished line, its service, its de- 
pendability and its long term 
economy, he will be working 
with permanent business as his 
goal. For once Lunkenheimer 
products are installed in a 
plant, the specification ‘“Lun- 
kenheimer” becomes the cus- 
tom on additional orders. 


Lunkenheimer prestige will 
help you sell “Lunkenheimer 
Standardization.” Our factory 
organization will lend you every 
support in developing this con- 
structive idea. You can be sure 
of that. 


HE LUNKENHEIMERGSS 


—= QUALITY = 


CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 





318-322 HUDSON ST, NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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EVERY 
SERVICE 


lr the distributor is to win 
a profitable reputation as a 
supplier of hack saw blades 
he must be able to supply 
exactly the right blade for 
each one of his customers’ 
applications. . . . Just as 
Barnes Hack Saw Blades at- 
tain the highest rank in 
standards of excellence so 
are they made in sufficient 
variety of types, styles and 
sizes to enable the distribu- 
tor to offer complete hack 
... The vari 
ous Barnes Hand and Ma- 
chine Hack Saw Blades, 
Hack Saw 


other Barnes saw products 


saw service. 


Frames and 
combine to form a com: 
pletely rounded out line 
that enables you to draw a 


heavy volume of business 
the 
hack saw blade market. 


from steadily rising 





W.O. BARNES CO.), Inc. 
1297 Terminal Avenue 
DETROIT, MICH. 


and Leading Jobbers Everywhere 

















Keasbey and Mattison Merged with 
Ambler Asbestos 


Merger of the Ambler Asbestos 
| Shingle and Sheathing Company with 
| the Keasbey and Mattison Company, 

both of Ambler, Pennsylvania, and 
the acquisition of a controlling inter- 
est in the latter company by Turner 
and Newall, Limited, of Great 
Britain, has been announced by A. S. 
| Blagden, president of the American 
companies. 

The Keasbey and Mattison Com- 

pany was established in 1873, and 
for more than 60 years has been one 
|of this country’s principal manufac- 
turers of magnesia and asbestos prod- 
ucts of all kinds, having extensive 
factories at Ambler, and owning and 
|operating the Bell Asbestos Mines 
lat Thetford Mines, Quebec, Canada. 
The Ambler Asbestos Shingle and 
Sheathing Company was incorporated 
in 1905, and has factories both at 
Ambler, Pennsylvania, and St. Louis, 
Missouri, devoted to the manufacture 
of a wide line of asbestos-cement 
products. While not a subsidiary of 
Keasbey and Mattison Company, it 
has always been closely associated 
with the older company, Turner and 
Newall, Limited. 


The enlarged business will retain 
the name of Keasbey and Mattison 
Company. American capital will con- 
tinue to be largely represented and 
the company will remain under 
American management, according to 
Mr. Blagden, who will continue as 
president. 


SKF Takes Over Hess-Bright 
Effective early in January, the 
name of The Hess-Bright Manufac- 
turing Company was discontinued, all 
trading now being done in the name 
of SKF Industries, 


Philadelphia. 


Incorporated, 


W. A. Jones Appoints Strong 


Announcement has been made by | 
Warren Jones, president, W. A. 
Jones Foundry and Machine Com- | 
pany, Chicago, of the appointment of | 
A. P. Strong as assistant sales man- | 
ager. 

Prior to joining the Jones organ- 
| ization in 1931, Mr. Strong had been | 
iconnected with the Dodge Manufac- 
turing Corporation, engaged in engi- | 
neering development and sales in the 

Dodge-Timken division. 
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A Signal product with a_ back- 
ground of more than 40 years as 
successful producers of small mo- 
tors ... this is a high grade inter- 
mittent service, light duty, portable 
electric drill that finds a ready 
market in plants, repair shops or 
as an “over-the-counter” item... 
\ inch size, with a powerful Sig- 
nal Universal motor for D. C. or 

. C. 110 volts ... weighs 6 
pounds, drill body and handle are 
cast aluminum; gears are special 
heat-treated alloy that operate in a 
grease-tight chamber . . . equipped 
with a make-and-break switch, a 
three jaw chuck, and is furnished 
with 8 feet of heavy duty rubber- 
— cord with rubber plug and 
ey. 


Let us send you complete informa- 
tion, prices and discounts. 


Signal Electric Mfg. Co. 
Menominee, Michigan 
Founded 1892 
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MILWAUKEE Industrial Brushes 
AEE 
| 0A P lain = 








Statement o yf Facts 


We manufacture the best of 
brushes for the field you serve—the 
industrial market. Our stock lines 
provide the right brush for each of 
your customer's needs. We are 


winaasiliiee equipped to make SPEEDILY 
Clapper President of General Tampico Wheel v 5 : 
special brushes for any industrial 


Refractories Brush 
application. 





Bruce L. de Nourie, sales manager, Positive 
Lock Washer Company of America. 








On January 8, S. M. D. Clapper 
was elected president of the General 
Refractories Company, succeeding | 
John R. Sproul, resigned. Mr. Clap- 
per had been chairman of the board 
of the company, which post is now 
vacated. 


Our policy is to sell through 
distributors—on terms which prove 
highly satisfactory to all concerned. 





Mr. Sproul also resigned as a 


director of the company and was ap- | “Di-Bilt” We will be pleased. to tell you in 
pointed assistant to the president. — 


detail just why we believe 
MILWAUKEE INDUSTRIAL 
BRUSHES are a good line for you 


to sell. 


Worthington Engineer Dies 

Joseph S. Oechsle, a consulting en- 
gineer of the Worthington Pump and 
Machinery Corporation, died at the 
Hahnemann Hospital, Philadelphia, | 
on December 24, at the age of 39. 
Mr. Oechsle was one of the found- 
ers and subsequently president of 
Metalweld, Incorporated, Philadel- a 
phia, manufacturers of portable air with tntorehangentie 
compressors, before that company 
was consolidated with Worthington | 
in 1931. He is survived by two | 
brothers, Carl F. Oechsle and S. 
John Oechsle, who are also associated 
with Worthington. | 


Write us. 








One of the many fine MILWAUKEE MILWAUKEE curved back, 
Floor Brushes Solid Block Wire Brush 


Marsh Appoints Richmond Seabury 


Bing iphone —— THE MILWAUKEE BRUSH MANUFACTURING Co. 


bury, Number 1 Orchard Street, 


_ ; 2212-2236 North 30th Street, MILWAUKEE, WISCONSIN 
Wellesley Hills, Massachusetts, as a 

sales representative for its line of | QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL PRODUCTION AND 
gauges, industrial instruments, valves MAINTENANCE REQUIREMENTS 


and vents. 





- 
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It’s actual results 
that sell unions 


A laboratory test proves so-and-so, A metallur- 
gical experiment demonstrates something else. 
All necessary in the interest of quality. 


But—such claims alone do not sell unions on 
a permanent basis. 


The DART Bronze 
to Bronze principle 
is two bronze seats, 
ball joint properly 


Today —as in the past — industry purchases 
unions on the dictates of experience, on their 
time proved record of performance and demon- 
strated ability to serve longer. 


ground in, with 
high grade malle- 
able iron pipe ends 
and nut which as- 
sures longer and 
better wear. 


THAT IS WHY THEY ARE EASY TO SELL 
AND 
WHY THEY STAY SOLD 


DART USIGNS 


TEES—U NIONS—ELLS—SCREWED—FLANGED 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 


Dart Unions have done this in the past and 
will in the future. 






Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 








A STAR BLADE 


FOR EVERY PURPOS 


7 B o 
Tungsten Power Blade Special 
Flexible 
Blade for 
All Hard hondwe 
Tungsten 
a Hend Blede 





ROM special flexibles to all hards and 

from light power to high speed hand 
and power blades—and NOW Molybde- 
num heavy duty, extra value hand and 
power blades, Clemson’s latest achieve- 
ment. There’s a superior STAR blade 
for every purpose. 


When you sell STAR blades—you can 
meet every requirement of mechanics 
everywhere. This is your opportunity to 
capitalize on Clemson’s half century of 
leadership in providing better hack saw 
values. Consult your jobber. 








High Speed Steel 
Power Blade 





Our latest achievement 
“Maly” Heavy Duty, 
Extra Value Blade 


STAR HACK SAWS 


CLEMSON BROS., INC., MIDDLETOWN, N. Y. 











Quigley Proposes Distributors’ 
Bowling League 
Prompted by the success of a com- 
| pany bowling tournament at the 
| Great Lakes Supply Company, in 
| which its Chicago representative, L. 
V. Hill, had taken a very active part, 
The Quigley Company has proposed 
a national distributors’ bowling tour- 
nament, with team trophies, individual 
trophies, bowling shirts and a free 
trip to New York for the two high 
| men, as incentives. 
| Great Lakes’ teams were named 
| for various Quigley products. About 
| 30 men in the organization are play- 


| ing through a complete schedule. 


Son of Hygrade Sylvania Head Dies 

William E. Erskine, eldest son of 
B. G. Erskine, president of Hygrade 
| Sylvania Corporation, died at Buf- 
| falo, New York, December 23, of a 
| heart attack. On graduation from 
the Emporium, Pennsylvania, High 
' School, Mr. Erskine entered the 
plant of the Nilco Lamp Works, In- 
corporated. Later he joined the or- 
ganization of the Kenrad Company 
at Owensboro, Kentucky. In the 
_spring of 1930 he returned to the 
Sylvania Products Company as as- 
sistant to the president. Mr. Ers- 
_kine was 28 years old. 


Goodrich Head Optimistic for 1934 

J. D. Tew, president, The B. F. 
Goodrich Company, has sent the fol- 
lowing statement to members of the 
company’s nation-wide organization: 
“The business outlook for the rubber 
_industry in 1934 is dependent to a 
considerable degree on the prompt 
establishment of the new industry 
code of fair practices. 





“Tf this code is generally effective 
in the near future, the prospect for 
somewhat improved business in many 


| | branches of the industry is indicated. 


“The industry reflected the changed 
| economic conditions of the last three 
| quarters of 1933, the upturn being 


fomeres by somewhat more stable 


conditions, increased employment, 
| higher wages and slightly higher and 
| more equitable prices. 

“Provided the industry puts its 
| house in order early in 1934, antici- 
| pated continued improvement in gen- 
eral business throughout the United 
States should bring a more satisfac- 
tory status for most rubber com- 
panies at the close of 1934.” 
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Greenfield Plant Busy | 


The Greenfield Tap and Die Cor- | 
poration, Greenfield, Massachusetts, 
is now employing more men in its | 
several plants in Greenfield, than at | 
any time since 1929, according to | 
“Industry.” 

A marked improvement in orders | 
was observed in the second quarter ° 


of 1933, which has continued up to — 


the present, resulting in a 60% in- | 
crease in the numbers of workers 
over a year ago and a 150% increase | 
in factory payroll. 


Quigley Appoints Duncan in 
Minneapolis 
The R. C. Duncan Company has 
been appointed distributor for the 
Quigley line of high temperature ce- 
ments, detergents and paints. | 


Machined Waste Code Sets 


Commissions 


Signed by the President on De- 
cember 7, the Code of Fair Competi- 
tion for the Machined Waste Indus- 
try provided that “On shipments 
made direct to consumers, commis- 
sions may be paid to those whose bus- 
iness is not regularly that of selling 
wiping waste and/or journal-box 
packing, at the rate of not more than 
4%, and at the rate of 5% to bona 
fide salesmen of such products. On | 
shipments to be carried in stock by 
representatives, the commission may | 
be 34c per pound based on listed sell- | 
ing prices.” 








Valve and Fittings Code Signed 

The published price policy of the | 
Code of Fair Competition for the | 
Valve and Fittings Manufacturing 
Industry provides : “Each member of 
the Industry shall publish the prices 
current on those of his products 
which are normally available to the | 
trade. Within five days after receipt | 
of notice of the effective date of this 
code, he shall file, with the Code Au- 
thority, his prices to each of the 
Trade Factors defined in Article // 
(Distributors, pipe fabricators, pipe 
contractors, general contractors, orig- 
inal equipment manufacturers and 
consumers), provided that the lowest 
prices that may be filed shall be the 
prices at which he shall sell his prod- 
ucts to his Distributors.” 

The code contemplates an early 
termination of all consigned stock ar- 
rangements. 


HICAGO RAWHIDE 


MECHANICAL LEATHERS 





















Leather Packings of all sizes 


and shapes for hydraulic and pneumatic service. 
. . « Made in several tannages and various de- 
grees of hardness to meet different conditions 
of pressure. .. . Inquiries and requests for rec- 
ommendations will receive careful and prompt 
attention. 


Cup Leathers 
Flange Leathers 
U Leathers 
Leather Washers 
Rawhide Hydraulic Packing 
"Perfect" Oil Seals 
All special types 
of leather packings 


Tanners and Manufacturers Since 1878 


The 
Chicago Rawhide & Mfg. Co. 
1297 Elston Avenue Chicago, Ill. 


BRANCHES: 
Detroit Cleveland NewYork Pittsburgh Philadelphia St. Louis 
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CHANDLER 
CAP SCREWS 
And you! 


® We are convinced that May we suggest that you 
the distributor will find make us your source of 
many advantages in the supply for cap screws? 
policy of purchasing a We prefer to sell through 
given product froma sin- distributors, and assure 
gle source, because a you of our wholehearted 
manufacturer, knowing co-operation. 

he has the support of this 
distributor, will go out of 
his way to co-operate. 


CHANDLER PRODUCTS 


Corporation 
1491 Chardon Rd. 


Cleveland .... Ohio 


May we discuss a tie-up 
with you? 
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You Supply Men KNOW they are high quality. 
When your customer wants an extra good Cir- 
cular, Band, Cross-cut or Hack Saw—and that's 
what will always serve him best—sell him 


SIMONDS. 


Make the best of your sales opportunities. 


SIMONDS SAW AND STEEL CO. 
Established 1832 FITCHBURG, MASS. 


You Avoid 
Scattered Effort when You Sell 
IMPERIAL.--the complete brass fittings service 

















Here i is an “all industry" line. It's almost impossible to find a plant 
or shop—large or small—that doesn't have a definite need for 
Imperial Fittings. 

Your customers will avoid expensive delays by laying in small stocks 
of extra parts. With the Imperial line, you can offer them a complete 
fittings service. 


It's not hard for distributors’ salesmen to sell Imperial Fittings. The Imperial 
Fitting Chart helps them materially. The market is growing. The profits are good. 
Write for complete information. 


IMPERIAL COMPRESSION COUPLINGS 


ez) 
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—for connecting to brass, copper, aluminum 
sate or Bundy tubing. No soldering or 
aring. 


IMPERIAL HI-DUTY TUBE COUPLINGS 


IMPERIAL S.A.E. TUBE COUPLINGS 


Drip Oe. oe 
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—for connecting to brass, copper and alumi- 
num tubing. All standard types and sizes. 
Special sizes made to order. 


IMPERIAL BRASS PIPE FITTINGS 


Sw ww 


—Like other pags a ‘The Standard 
of the Trade. right brass finish. tron 
pipe thread. 





ns 
S 
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—A vibration proof fitting for automobiles, 
trucks, tractors, buses, oil burners, air com- 
pressors, airplanes, machine tools—wherever 
tubing is used. Vibration proof. 


THE IMPERIAL BRASS MFG. Co. 


511 SOUTH RACINE AVE. CHICAGO, ILLINOIS 


























Wire Rope Code Has Hearing 


The proposed supplemental Code 
of Fair Competition for the Wire 


| Rope and Strand Industry, which had 


its hearing on December 22, con- 
tained the following provisions of in- 
terest to distributors: “No consign- 
ments of any products coming under 
this Supplementary Code shall be 
permitted by a Code Member to any- 
one except to an authorized distribu- 
tor of a member. The present and 
long standing custom of consign- 
ments to key distributors may be 
continued as heretofore or until this 
custom is abolished by Code Mem- 
bers. 


“A distributor is a mercantile sup- 
ply company engaged in the general 
resale of supplies and organized 
purely for that purpose. 

“A distributor must carry an ade- 
quate stock of the products coming 
under this Supplementary Code, ex- 
cept in such cities where his principal 
carries an adequate stock of such 
products. A distributor must be un- 
der written contract with his prin- 
cipal to act as such. The contract 
to be uniform for all Code Members 
and is to be approved by the Code 
Authority.” 


Wheelbarrow Code Withdrawn 


The code for the wheelbarrow in- 
dustry was withdrawn, at the opening 
of a scheduled hearing before Deputy 
Administrator Wilson Pritchett, 
upon the representation of the indus- 
try that it preferred to operate under 
a code already approved for some 
basic industry. It was indicated the 
wheelbarrow manufacturers might 
elect to come under the master code 
for the Fabricated Metals Industry, 
presenting later their own fair prac- 
tice provisions. 

Mr. Pritchett was advised that 
seven of the eight companies in the 
wheelbarrow industry joined in the 
request for withdrawal of the code. 


Leather Belting Modification Hearing 


A hearing to consider proposed 
amendments to the Code of Fair 
Competition for the Leather Indus- 
try, was held in Washington on Janu- 
ary 22. 

Among the modifications proposed 
were several for the leather belting 
division of this industry dealing with 
order forms, deception, substitution, 
secret rebates, uniform charge for 
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important Message 


for Mill Supply House 
Salesmen! Sales Managers! 


When you are asked to demonstrate 
Hand-ee Grinders BE PREPARED. 


Note in the advertisement below appear- 
ing in leading publications your cus- 
tomers are being told to ask for a 
demonstration. 


Ask for new catalog sheets that should 
be in the hands of every salesman. 





Meets Modern Production Needs for 
grinding speed, efficiency, better 
work, lower cost, has solved hun- 
dreds of difficult grinding problems. 


The tool with a multitude of applica- 
tions. A highly efficient Grinder, Buffer 
or Polisher right at the bench or job. 
Built to stand continuous production 
work. Has no equal in tool room, pat- 
tern, die and welding operations. Weighs 
only 3 pounds. Universal motor A.C. or 
D.C. 110 V. Speed of 17,000 R.P.M. with- 
out load, 


Ask your supply house for a demonstration 
or accept our Five Day trial offer. Free 
booklet gives details and shows 100 
shapes of wheels available. 


Only $35.00 F. O. B. Chicago 


Model B, HI-POWER 
HAND-EE GRINDER. 

4 Complete with 3 wheels 
(shapes as specified) in 

aspecial container with 
wrenches and dressing 
stone. ORDERTODAY! 




















CHICAGO WHEEL 
& MFG.COMPANY 


112 S. Aberdeen St. 
Chicago, tl. 


= Grinding W heel 
Engineers Since 


1895. 


Clean, 














rounded 
edges and 
corners 
make better 
steel draw- 
ing dies. A 
HAND-EE 
is the ideal 
tool for this 
exacting 
work, 
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splices, installations and intermediate 
widths. 


Of interest to distributors are the | 
uniform charge for splices and the | 
proposal on installations, which pro- | 
vides that no installation shall be 
made unless a reasonable charge is 
made therefor. 

x * * 


Hearings Announced on Fabricated | 


Metals Divisions 


The National Recovery Adminis- 
tration has announced that a public 


| hearing will be held on February 2, 


before Deputy Administrator H. O. 
King on the following divisions of | 
the Fabricated Metal Products Man- | 
ufacturing and Metal Finishing and | 
Metal Coating Industry: Galvanizing 
Manufacturing Industry, Machine 
Screw Manufacturing Industry, Ma- 
chine Screw Nut Manufacturing In- 
dustry, Cap Screw Manufacturing In- 
dustry and Wood Screw Manufactur- 
ing Industry. 

The supplemental codes, as pro- | 
posed, establish fair trade practice | 
rules, industry definitions, divisional 
code authorities and, in some cases, | 
set-ups for prescribing minimum cost 


prices. 
* * * 


Refractories Code Defines Dealers 

The Code of Fair Competition for 
the Refractories Industry, approved 
by the President on December 18, 
cefines a dealer as follows: “Except 
in the Fire Clay Producers Division, 
a Dealer in the Industry is one who 
has an established place of business 
where he is regularly engaged in sell- 
ing refractories, and who may or may 
not sell other materials to the public, 
with adequate refractories stocks and 
facilities to serve the retail trade in a 
given territory and able and willing 
tc perform all functions devolving 
upon him in securing, executing and 
delivering orders for such 
tories. 


refrac- 
A dealer may also be an agent 


| of the same manufacturer.” 


ae oS 


Salesman Seeking Connection 

A salesman who has covered the 
Ohio territory for 17 years for two 
large manufacturers, calling on job- 
bers and the industrial trade, is seek- 
ing a new connection. He is 38 
years old, 
Cleveland. 


Sales 


: . a 
married and resides in| 


Address inquiries to 
Promotion Manager, MILL 
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Taps and 
Drills are 


Profitable 


Greenfield Taps and Drills are espe- 
cially profitable to handle because 
they have quality, reputation and an 
established market. 


Most distributors can handle Green- 
field Small Tools with less investment 
than on other lines because of the 
large warehouse stocks Greenfield 
maintains in Chicago, Detroit and 


New York. 


Most distributors can sell a greater 
volume of Greenfield Small Tools 
than other lines because of the large 
organization of Greenfield sales en- 
gineers who help them sell. 


Supply Houses which are not entirely 
satisfied with the profits on their small 
tools will find it interesting to investi- 
gate the sales policy which has built 
such satisfactory business for Green- 
field Distributors. 


Gea 
CORPORATION 





GREENFIELO. MASSACHUSETTS 
New York 15 Warren St. 
Chicago . 611 W. Washington Blvd. 
Detroit 228 Congress St., W. 


Canadian Plant: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 
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ALLIGATOR 


STEEL BELT LACING 
59 carrying the story of 
ALLIGATOR STEEL 


BELT LACING to the user in 
1934. This is part of our con- 
sistent long-time merchandising 


program. 


publications are 


Sales of Alligator 
Steel Belt Lacing are 
profit sales for the 
jobber and the stock 
turnover is rapid. 


r. JUST A — 
Seer HAMMER TO a 
Ax ~ APPLY IT” TON 
FLEXIBLE STEEL 
LACING COMPANY 
4633 Lexington Street 
CHICAGO, ILLINOIS 


In England at 135 Finsbury 
Pavement, London, E. C. 2 




















To Distributor Executives: 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 
contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
eyenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 N. Michigan Ave., Chicago, Ill. 














C. D. Yardley, Jenkins Brothers, left, and 

H. H. Riddle, manager of the mill supply 

department of the George Worthington 
Company, Cleveland. 





Nason Catalog Now Available 

A new twenty page catalog titled, 
“The Solution of Your Condensation 
Problem” is now being distributed 
by the Nason Manufacturing Com- 
pany, New York City, manufacturers 
of steam traps and other specialties. 

Some of the many products fea- 
tured are the different types of “De- 
troit” return, vacuum, combination, 
and separating traps; also “Detroit” 
receivers which are now manufac- 
tured exclusively by the Nason Man- 
ufacturing Company. Other prod- 
ucts described and illustrated are: 
ball float steam traps, feeders, con- 
trols, glue heaters, gauges, cocks and 
quick-opening valves. 


Republic Steel Issyes Booklet 


A booklet, “The Technical Story 
of Toncan Iron Pipe,” issued by the 
Republic Steel Corporation, contains 
facts, figures and technical data on 
the manufacture, applications, and 
performance of Toncan Iron Pipe. 
Its 24 pages are devoid of applica- 
tion illustrations and advertising in 
line with the company’s desire to 
make it appealing to the engineer or 
practical operating man. 


Allen Engineering Bulletin 


A six-page bulletin, compiled by a 
firm of engineers, has been issued by 
The Allen Manufacturing Company. 
Data includes tables showing the 
proper size set screws to use, recom- 
mended inch-pound tightening force, 
holding power of set screws, and 
recommended tightening force for 
cap screws. 
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Homestead Publishes Small Catalog 


A handy 24-page, pocket edition 
catalog on quarter turn valves has 
just been published by the Home- 


stead Valve Manufacturing Com- | 


pany of Coraopolis, Pennsylvania. It 
contains among other things, an in- 
teresting description of the quarter 
turn valve principle, which this com- 
pany developed and pioneered from 
the early days. It also covers a 
number of two, three and four way 
valve hookups for various fluids, 
gases and vapors of particular inter- 
est to industrial piping contractors, 
jobbers and engineers. 


Five Folders Issued by Rockwood 
Five new folders on standard drive 


| 
| 
| 





bases, ceiling drive bases, vertical | 


drive bases, bases for small motors 
and portable power trucks, have just 
been published by The Rockwood 
Manufacturing Company, Indianapo- 
lis, Indiana. 

Each product is fully explained 
and illustrated. Engineering data 
and installation photographs are in- 
cluded to simplify selection. 


Poole Foundry Appoints 


Representatives 


The Poole Foundry and Machine 
Company, Baltimore, has announced 
the appointment of Frank M. Young, 
2636 North Forty-Eighth Street, 





Milwaukee, as its representative on | 


the sale of Poole flexible couplings 
in Milwaukee and vicinity. 

The J. B. Engineering Sales Com- 
pany, New Haven, has been appoint- 


ed in a like capacity for the entire | 


state of Connecticut. 








W. W. Satterlee, vice-president and general 

manager, F. E. Satterlee Company, Minne- 

apolis, left, and G. H. Traeslar of the Black 
and Decker Manufacturing Company. 





DISTRIBUTORS 


As the result of years of practi- 
cal experience and a carefully de- 
veloped tempering process, Lenox 
announces a new blade in which 
toughness is substituted for brittle- 


ness—a blade that resists strains 

that would ruin other more frail 
The new LENOX 
HIGH SPEED BLADE is not an- 
nealed soft—it's all hard—hard all 

the way from the teeth to the back 

of the saw. The new LENOX proc- 
ess makes a more rigid saw—a saw 
that cuts exactly in alignment —a 


makes of saws. 


2444245 


LENOX 


HACK SAWS 
BAND SAWS 


eos eo SEO 


*4¢ 


anes 
SERS H ORE REAR REH ETS 


saw that cuts quicker, cleaner, bet- 
ter—a saw that lasts longer. 


It will pay you to write for the 
complete story, now. 


AMERICAN SA 
& MFG.CO. 


| PS Heese . 
ee 





SPRINGFIELD, MASS., U.S.A 


off the Blade in the Plaid "I 


.s * . v 











Adaptability, Gare sae 
plus 


Simplicity, 








Dependability, = 
and 
Low Cost 


Buyers 
Prefer 


CURTIS 
HOISTS 


O MATTER what the condition—if it’s a hoist 

job—the chances are a Curtis will solve your 
problem. As a matter of fact, the worse the condition 
the better Curtis Air Hoists show up. They are so 
simple in construction—so “fool-proof” in operation— 
so impervious to corrosive and abrasive elements—that 
they do jobs other hoists can’t touch. Yet they cost 
only 1/5 the price of ordinary power hoists, or little 
more than a chain block. If you have a hoist job you 
want done, investigate Curtis Air Hoists before you buy. 


CURTI 


COMPRESSORS—AIR HOISTS 
I-BEAM CRANES and TROLLEYS 


te 


me ne 





ee 
Mlustrating 
| Air Powered Crane 
2 Portable Hoist 
3 Stationary Pendant Holst 
4 Movable Pendant Holst 


Curtis Pneumatic Machinery 
Company, 1928 Kienlen Ave., 
St. Louis, Mo., 5518 V Hudson 
Terminal, New York City 





WE 00 OUR PART 
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How About 
PROFITS 


There's profit in Quincy 
Compressors for the simple, 
common sense reason that 
they are built from the 
ground up to give honest 
care-free service in any of 
the many industrial applica- 
tions where compressed air 
is used. 


The line is complete . . cor- 
rectly priced . . and features 
latest improvements, includ- 
ing pressure lubrication and 
Lynite rods. 


Ask about the Quincy Dis- 
tributor Policy. 


MODEL WWD—W ater 
Cooled Duplex, with 
pressure lubrication. 
iny type control. 








MODEL WWC — Water 
Cooled Duplex, with pres- 
sure lubrication. Com- 
pletely automatic includ- 
ing all controls. 


QUINCY COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILLINOIS 
205 W. Wacker Drive, Chicago, Illinois 
30 Church Street, New York, New York 





UINCY 


Compressors 














Dan C. Swander, president, The Columbia 
Vise and Manufacturing Company, left, and 

F. Marsena Butts, general manager, Butts 
and Ordway Company, Boston. 


Tackle Block Industry Has Hearing 


The Code of Fair Competition for | 
| the Tackle Block Industry, a supple- | 
| mentary 


Fabricated 
Manufacturing and | 


code of the 


Metal Products 


| Metal Finishing and Metal Coating 


Industry, 
January 23, with H. O. King, deputy | 
administrator, presiding. The code 
was presented by a committee claim- 


ing to represent 95% of the in- | 
dustry. 


Administration Member Appointed 
for Coated Abrasives Code 


A. C. Cook, who is the 
tration member on the Industrial 
Supplies Code Authority, has been 
appointed Administration member on 
the Code Authorities of the Coated | 
Abrasives Industry 


Adminis 


| Wheel Industry. 


| ity was recently elected for the 


Machined Waste Code Authority 

Approved 
National Recovery Administrator 
Hugh S. Johnson has approved of 
the method by which a Code Author- 
Ma- 
chined Waste Manufacturing Indus- 
wry. 

The election resulted in the selec- 
tion of the members 
representing different geographical 
regions: George Howard, Spring- 
field, Massachusetts, Northeastern 
Division, Irwin P. Strauss, Rahway, 
N. J., Eastern Division, Russell R. 
Hagy, Pittsburgh Central Division, 
Thomas M. Anderson, Augusta, 
Georgia, Southern Division, Ben 
Locke, St. Paul, Minnesota, North- 
western Division. 


following five 





THREADS ’EM ALL 
WITHOUT SPECIAL 


wt 00 ova meat 





had its public hearing on | 


and the Grinding | | 





| RIAD 3-Way Die Stocks 
| thread 34” to 1” pipe—but also 
| short sipe projecting from a 
| wall without special dies. Simply unscrew 
die from head and reverse it. That’s only 
one feature of these compact, light, power- 
ful tools. Durable, fine-cutting, positive 
button dies—no adjustments. Held by 2 
screws and 2 lugs, easily removed for re- 
grind. Two sizes: No. 30, 34” to 34”, No.31, 
| 14" to1”. More profitable ew to sell. 


THE RIDGE TOOL CO., Elyria, O., U.S. A. 


RikaiIb 


PIPE TOOLS 











DISTRIBUTORS: 


Belting Becomes a Profit 
Leader When You Sell 


VEELOS 


GENUINE BALATA 


AY outstanding line for driv- 
ing, conveying and ele- 
vating. True and smooth 
running, non-shrinkable, non- 
stretching. Transmits all the 
power without loss — at real 
economy in operation. 


And for the tough and heavy 
conveying, elevating and trans- 
mission, we offer you HEMEK 
—the canvas stitched belt. 


Ask now for our distributor 
terms and get going after that 
big new and replacement belt- 
ing market. 


MANHEIM 


MFG. and BELTING CO. 


MANHEIM, PA. 











a 
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All are to serve one year. Mr. 
Hagy was made Chairman. Assis- 
tant Deputy Administrator Adolph 
H. Feibel is the NRA representative. 


Code Hearing Set for Machinery 
Industry 


A public hearing on the proposed 
Code of Fair Competition for the 
Machinery and Allied Products In- 
dustry will be held by Deputy Ad- 
ministrator H. O. King at the Wash- 
ington Hotel on Friday, February 9, 
1934. 

The code, sponsored by the Ma- 
chinery and Allied Products Insti- 
tute, claiming to represent nearly 

% of the industry, proposes, be- 
sides the master code to provide the 
machinery for setting up 39 or more 
supplemental codes, among which 
are: Caster and Floor Truck Manu- 
facturing, Contractors Pump, Con- 
veyor and Material Preparation 
Equipment Manufacturing, Diamond 
Core Drill Manufacturing, Hoist 
Builders, Jack Manufacturing, Power 
Transmission, Roller and _ Silent 
Chain, Sprocket Chain and Wood- 
working Machinery. 


Hand Hoist Bulletin Issued by 
Robbins and Myers 


A 16-page illustrated bulletin, just 
issued by Robbins and Myers, Incor- 
porated, Springfield, Ohio, covers the 
hand hoist products of its Hoist and 
Crane division. 

All standard type hoists manufac- 
tured by the company are described 
as units, the description including 
dimensions and performance tables. 
Parts, 
cluded. 


Mason-Neilan Transfers Church 


Donavan B. Church has_ been 
transferred from the San Francisco 
branch office to the factory engineer- 
ing department by the Mason-Neilan 
Regulator Company, Boston, Massa- 
chusetts, manufacturers of automatic 
regulating and control equipment. 

Mr. Church is widely known be- 
cause of his years’ experience in the 


oil and process industries as a con- | 


trol engineer. He was formerly lo- 
cated in both Bakersfield and Los 
Angeles, California, with the Neilan 
Company, Limited, which is now 
consolidated in the Mason-Neilan 
Regulator Company. 


lists and prices are also in- | 


| 










MODERN TOOLS 


FOR A MODERN 
MARKET 


Something new. Something 
different. No bushings. Pipe 
is held in perfect center by 
broad faced chuck jaws. Easy 
to center. Easy to operate. 








Since introduced these 


“TOLEDO” Super Threaders 
have 
been BIG sellers. 


Made in sizes up 
to 6 inch. 


An item new 
and better to 
sell your trade. 
Arouses interest quickly. And don't ¢ 
forget the trade-in proposition. 


Stock them for immediate delivery. 


No. 1BR 1” to 2” 


THE TOLEDO PIPE THREADING MACHINE COMPANY 
TOLEDO, OHIO NEW YORK OFFICE & DISPLAY ROOM, 72 LAFAYETTE STREET 


uae 

















‘Tie a Little String 
Around Your Finger 


Use the theme of this popular song of yesterday, and remember that sales- 
men whose records show them as top notchers say that it’s profitable 
business to remember the McGill line. You will find an endless number 
of possibilities where you can suggest it, use it, and increase your com- 
missions. 

Practically every sale presents an opportunity to add a few McGill Guards 
to the order; so get acquainted with the McGill line and pick up those 
additional orders that are more profitable and easy to get. 


Have you a copy of McGill Bulletin No. 51? 


MCGILL 


MANUFACTURING CO. 
Electrical Specialties of Quality 
ESTABLISHED 1904 


VALPARAISO - INDIANA 


Box No. 669 
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VER a century ago 
master craftsmen 
first put their confi- 


dence into GROBET SWISS 
FILES. Year after year the 
name has become more 
widely known until today it 
is accepted by master crafts- 
men throughout the world 
as their guarantee of the 
best precision files money 
can buy. 

Distributors of files have 
come to know the prompt- 
ness of Grobet shipments. A 
large stock, the most com- 
plete of its kind, is on hand 
to meet their requirements. 

Distributors should check 
up on their customers’ re- 
quirements for precision 
Swiss files and see if they 
are getting their share of the 
business. 

Ask for catalog B, 
illustrating 

3,500 different shapes, 
sizes and cuts, also our 
pamphlet on Circular Cut 
Files (Vixen Type). 





Grobet File Corp. of America 
3 Park Place New York City 

























Established 
In Industry! 


MARVEL 


High-Speed-Edge 
HACK SAW 
BLADES 
and 


MARVEL Products 
are in use in plants and 
shops of all types and 
sizes—in every part of 
the country. And MAR.- 
VEL distributors have 
long since learned that 
this national acceptance 
is a definite boon to 


—, 

RVEL Hack Saw 
Blades and Hole Saws 
are noted for their fast, 
aceurate cutting and 
their low cost of oper- 
ation. They’re made to 
give exactly ¢hat kind 
of service, with their 
cutting edges of genu- 
ine high speed steel 
welded to backs of spe- 
clal alloy steel—a struc- 
ture that prevents 
breakage in use. 

There is a big mar- 
ket for replacements to- 
day. You owe it to 
yourself to investigate 
the sales rn a gg of 
the Marvel Line, so 
= you can capitalize 

on your — 


HOLE SAWS 








ARMSTRONG-BLUM MFG. —— 


*“*The Hack Saw People’’ 
353 N. Francisco Ave. CHICAGO, U. S. A. 























Swan Hillman, president of the Rockford 

Screw Products Company. Mr. Hillman 

has been nominated for the title of the 
country’s fastest driver. 





Poole Foundry Issues Catalog 
A new catalog, published by the 
Poole Foundry and Machine Com- 
pany, includes illustrations of various 
kinds and types of flexible shaft cou- 
plings, together with horsepower rat- 
ings, dimensions and weights. 








HARD BOILED BILL HURLS 
ROCKS IN DEMONSTRATION 








Down where the lazy Rio Grande 
splits El Paso, Texas, and Juarez, 
Mexico, lives “Hard Boiled Bill” 
Julian, star salesman of hard boiled 
hats for the Mine and Smelter Sup- 





“Hard Boiled” Bill Julian 


ply Company. Bill still speaks Eng- 
lish, though through a lifetime of 
selling in Mexico that tongue has be- 
come equally familiar. 

Mexican law requires that every 
miner wear a safety hat like that 
worn by Mr. Julian in the photo. Of 
course, there are safety hats and 
again—safety hats. Competition even 
in this line is keen. 











An Important Statement 
to Distributors 
by the Manufacturers of 


— GENUINE HETTRICK 
Stitched Canvas Belting 
MALABAR 
For Conveying and Elevating 
and 
HETMACO 


The New Transmission 
Belting 
































Wi are determined to 
cooperate in every possible way with 
our distributors and their salesmen 
to the end that they may enjoy maxi- 
mum sales and profits on our out- 
standing lines in 1934. 

As evidence of this determination, 
we have established a resale price 
set up, to which we will adhere 
strictly—and which will be definitely 
advantageous to our distributors and 
their organizations. 


You are invited to write for 
complete facts. 


HETTRICK MFG.CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 




















Plant Buyers Prefer 
One Source of Supply 


at least when it comes to pur- 
chases of Screws and Bolts 



















III And that’s the 
advantage of Selling 


OTTEMILLER 


MILLED SCREW MACHINE PRODUCTS 


Our set and cap screws, cou- 
pling bolts and milled studs are 
complete for practically all pur- 
poses—and are so accurate, uni- 
form and economical that they 
have become standard with many 


buyers. 

For good volume and steady 
profits in 1934 sell Ottemiller 
Products. 

















Write for complete information. 
The WM. H. OTTEMILLER CO. 
YORK, PA. 


« + We also manufacture Dardelet Thread Screws - - 


a 
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One particularly large order was 
about to be placed by a mine. Bill’s 
competitor was there, talking a good 
fight and the sale hung in the balance. 
What to do? 

Bill rushed to the street from the 
second floor office of the mining com- 
pany—found there a hungry looking 
Mexican. To him he gave money 
and promises. Then he returned to 
the office with a large sack filled with 
rocks. 

“What are the rocks for?” asked 
the purchasing agent innocently. 
“Come here,” Bill replied, dragging 
him to the window. Smack! Smack! 
Smack! Rocks rained from the win- 
dow and hit a target with unerring 
accuracy. The target was a hard 
boiled hat protecting a hunched-up, 
very scarced Mexican who sat in the 


gutter. 
“Now,” said Bill, dusting his 
hands, “Where’s another hat that 


will stand a demonstration like that? 
Where can you find another Mexican 
who will let anyone throw rocks at 
his head when he wears anything 
other than a Bullard hard boiled 
hat ?”” 

Maybe Bill had purchased the en- 
tire supply of courage on that street. 
Maybe he had the only safe hat. At 
any rate there was no follow up 
demonstration and Bill got the sale. 

Bill himself did not tell us this 
story. It leaked out through other 
sources. Personally, he says he dis- 
likes publicity and it took two strong 
men to assist him outdoors where the 
light was good for picture taking. 

During a lifetime in Mexico, Bill 
has seen revolutions and bloodshed 
aplenty—his friends say, enough to 
fill a mighty interesting book. 

When quizzed on this, Bill looked 
at the ceiling and remarked that the 
Bullard hat is easy to sell because it 
is the best on the market and that of- 
ficial records show 92 lives saved 
through its use. 

x * x 
Harnischfeger Issues Hoist Bulletin 

The Harnischfeger Corporation, 
Milwaukee, has issued a new bulletin 
on “Hoists” for every plant and pur- 
pose. This publication treats upon 
the application of hoists to both gen- 
eral and specific problems. Profusely 
illustrated in color with photographs 
of installations and diagrams ex- 
plaining simplified construction and 
operation, it covers the vital points in 





OU have noticed how the 

buyer perks up when you lay 
a sample before him—how he 
"itches" to get his hands on it, 
oe when it is something 
e can operate. 


PEOPLE 
LIKE TO 
SEE 

THINGS 


Distributors’ salesmen who cater 
to this human trait by demonstrat- 
ing Safety Belt Hook Lacers are 
getting real results. 









Take this compact unit along with 
you, show your customers how easily 
| this efficient machine, priced at 
$3.50, will lace up to 6-inch belt (any 
6" material) in an ordinary bench vise 
| — the faces contact the hooks 

only, insuring a perfect belt lacing 
—_ job without injury to the belt fibers. 


You have plenty of opportunities 
for sales today. Demonstrate the 
Safety Belt Hook Lacer on your 
calls, and you will be repaid with 
orders. 





SAFETY BELT-LACER COMPANY 


TOLEDO © © «© e e e ¢ « OHIO, U. S. A. 














Capital “RED CAP” Brushes and Brooms 


They Can “TAKE IT” 


That's the big reason why CAPITAL "Red 
Cap" Brushes and Brooms have been manu- 
factured and sold successfully since 1890. 











They have consistently met the most severe 
tasks—and abuses—with the finest possible 
performances. And, after all, it's perform- 
ance that influences brush and broom pur- 
chases most. 


Distributors stick to CAPITAL "Red Cap" 
Brushes and Brooms because their customers 
like them—and because we treat our dis- 
tributors fairly. We'll be pleased to tell you 
more. Write us at your earliest opportunity. 





WE Do ove pant 


It pays to handle a 
line that is known 
among industrial buy- 
ers as CAPITAL “Red 
Cap" Brushes and 
Brooms are known to- 
day. 














Indianapolis Brush and Broom Mfg. Co. 
ESTABLISHED 1890 
126 Brush St., of Indianapolis, Ind. 
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ATKINS 
SAWS 


Better Performance 


... SO Better Sales. | 





For users, there’s just one meas- 
urement of hack saw blade 
quality—PERFORMANCE .. . 
ATKINS SILVER STEEL Blades 
are known everywhere for their 
stamina, their greater metal cut- 
ting power . eir popularity 
assures YOU of ready sales! 


End blade 
troubles... get @ 
greater share of blade 
profits with ATKINS 
> SILVER STEEL 
Outstanding for 
FORMANCE 
PROFITABLE 


E. C. ATKINS 
AND COMPANY 


420 So. Illinois St., Indianapolis, Ind. 


customers’ 


PER- 
and 
SALES. 














FOR SALE— 


but who wants to buy it? 


Your salesmen need MODERN HOISTS 
to sell for the coming MODERNIZA- 
TION of plants. Hoists that will meet 
the usual and unusual needs of present 
day buyers. 

With ROBBINS & MYERS complete 
line for every need, your salesman will 
never walk out without an order be- 
cause he has nothing to offer. 


Write for complete information and 


BE PREPARED FOR YOUR SHARE 
OF THE HOIST BUSINESS 
Capacities: Electric Y% to 10 Ton; 
Hand \% to 40 Ton. 


ROBBINS & MYERS, Inc., HOIST DIVISION 
SPRINGFIELD, OHIO 


Sold Through Mill Supply Houses 
Everywhere. 

















| ing 





modern hoist design. 








‘IF I WERE A DISTRIBUTOR 
(Continued from page 7) 








who is directly concerned with the 
propostion. 

Mitt Supp ties also asked me if I 
were a distributor, what I would do 
about the bread and butter items, the 
so-called break-even merchandise. I 
think an answer would best come 
from some distributor who has suc- 
cessfully solved this problem. But 


| meanwhile, I shall be glad to analyze 
| it from a manufacturer’s standpoint. 


In order not to wake up some morn- 
and find myself insolvent, I 
would make a detailed cost study so 


that I would know exactly what my | 


overhead amounts to in boom, nor- 
mal, and stringent times. This cost 
analysis would include the handling 
of every line we carry. Then, if the 
figures disclosed that certain items 
were for accommodation purposes 
only, I would call on the president or 
the sales manager of each company 
that made a practice of telephoning 
us for accommodation items and for- 
getting us on those lines which permit 
a fair profit. I would explain that 
we needed and wanted their business, 
but not on the basis we were getting 
it. 

Nobody respects the vendor who 
allows himself to be used as a door- 
mat. Most men are fair and do not 
want you to lose monéy on their busi- 
ness. A plain statement of fact will 
nearly always rectify this situation. 
I believe it would turn many non- 
profit accounts into profit-makers. In 
many cases, where such tactics might 
fail, it would be better to close the 
account entirely than to continue 
losing money on it. 

With the new short-hour week and 
the new stabilized price structure, 
plant economies are imperative. It is 
my belief that this need for lowered 
production and maintenance costs 
gives the industrial distributor an op- 
portunity which has been without 
equal in past years. 





GET AND HOLD BUSINESS 
(Continued from page 13) 








on the brand of files handled 


| and a comparative brand was 


made in our presence. Results 
showed that his brand was capable of 
so many strokes per hour while the 


Over 60 types 


For All Industrial Needs 


FLEXIBLE SHAFTS 
AND EQUIPMENTS 

Nearly every factory 
can use flexible shafts, 
machines and attachments 
to advantage on portable 
operations such as Grind- 
ing, Polishing, Sanding, 
Drilling, Lathe-grinding, 
Screw-driving and Nut- 
setting. 

The entire 
STRAND line is 
ball-bearing equip- 
ped and of the 









| highest quality 
workmanship and 
materials. 





New Catalog No. 26 
now ready 


Established 1905 


N. A. STRAND & CO. 


5001 N. Lincoln St Chicag 


U.S.A 








Distributors 


WE EMPHASIZE 
QUICK SERVICE 
R 


Your orders will be filled imme- 
diately from the generous stocks 
we keep on hand of all our screw 
machine products. 
This should be reassuring news to you—with 
the market opening up more each day. 
Write at your early convenience 
for complete facts about the high 
quality and the salability of our 
line. Ask for our attractive dis- 
tributor terms. 








WE Do ovr PaRT 





Rockford cap screws are ac- 
curately and uniformly made 
from .30-.37 carbon normal- 
ized steel on the most modern 
machinery. 





,, RMR 4 | | fi ti 
a\ Pet ei ts 





Cap, Set, Wood and Lag Screws 
Bolts @ Nuts @ Special Work 


ROCKFORD SCREW PRODUCTS CO. 
Railroad Ave. at Ninth St. ROCKFORD, ILL. 
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We’ve Changed Our nome 


—but not our 


PRODUCT 





The same powerful, dependable 

ATLAS Car Mover that has 

proved such a consistent profit 
builder for distributors in the 
past is being made by the Appleton- 
Atlas Car Mover Corporation. So you 
can still count on the ATLAS to create 
and keep the good will of your customers 
by doing for them all that is expected of 
a good car mover. 


We would be pleased to have you write 
us if you are not now selling the ATLAS. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 


Come Appleton Car Mover Co.) 


APPLETON, WISC. 














Sell Our 10,000 
Size at $180.00 


F.0.B. Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


2”—3”—4”—6” SIZES 


Beat competition, make money with 


ingly low seteun. Write us. 


THE JAEGER MACHINE CO. 
501 Dublin Avenue, Columbus, Ohio 






competitive file was useless in 

many hours. Also, it was patio 
that his brand produced so many 
more pounds of filings than the other | 
in the same amount of time. 


| like these are always interesting to 


| conscientious buyers. 








Where distrib- 
utors feel that they handle a superior 
product, worth an extra cost, they 
might well have similar tests made 
and capitalize on the results. 

We, in the engineering department, 
do not pose as salesmen, but through 
daily contact with them, we learn 
many things. One is that salesman- 
ship means nothing if it is not backed 
up with service. What good is an or- 
der if it receives no attention and 
finally is lost because of 
shipment or error in filling, 

Sales managers may not agree with 
me, but a good salesman is nothing 
more nor less than a good purchasing 
agent for the customers on whom he 
calls. If he does not study their 
wants and appreciate their viewpoint, 
he is not building up a foundation 
from which future business will re- 
sult. 

It all boils itself down to this; a 
good salesman knows his lines and 
their application to his customer's 
business. 


delayed 





WHOLESALING CODE 
(Continued from page 17) 





adequately serve the 
in the Division, then and thereafter, 
or until the Divisional Code 
ity announces that such fair 
differentials have been discontinued, 
it shall be an unfair trade practice for 


a wholesaler or distributor to handle | 


such product unless the price at which 
it is sold to him allows or provides 
for such fair price differential.” 

In other words, under the Whole- 


saling Code, it is legal for the hard- | 


ware wholesalers, for instance, 
widgets and between them to decide 
upon a fair differential for the whole- 
salers. 
such differential, wholesalers will be 
prohibited from buying widgets from 
any manufacturer who does not allow 
them such differential. 

This Code has real teeth and gives 
wholesalers and distributors operat- 
ing under it an opportunity to obtain 
that which they, in the past, 
demanded in vain, 


based on service rendered. 


Facts | 


wholesalers | 


Author- | 
price | 


to get | 
together with the manufacturers of | 


After the announcement of | 


have | 
a fair differential | 





The 
SIGNAL KALL 


PPP 





7 simple new specialty 
that will sell to plants 


and shops everywhere 


WHEREVER code 
calls are required, 
there is a_ profitable 


Kall. It operates any 
type of signal, horn or 
siren used as a_ code 
call on any type of cur- 
rent. It has provisions 
for 30 separate codes, to 
call 30 different persons. 
Each call is repeated 
automatically three 
times by one setting of 
the dials. The Signal 
Kall is located at the 
switchboard and con- 
nected with the signal 
system. Then all that 
is necessary is to set 
the code number on th 





the 
dials and push down the plunger. 


No. 30 
Weather Proof 
Howler 





A we duty signal horn for alternating cur- 
rent, for use where signals must be loud— 
an ideal signal for use with the Signal Kall. 


Distributors’ salesmen will like these specialties. 
Write for details. 


FEDERAL ELECTRIC CO. 


Signal Division 


8720 S. State Street » CHICAGO 














The 


DESMOND 
, Diamo-Carbo 


Dresser 


The best all around 
Tool Room Dresser. 
The steel tube is filled 
with a hard abrasive 
which is very durable 
and economical. 


This Dresser gives 
better results in many 
places than the Hunt- 
ington Dresser. 


Patented and Manufactured 
only by 


DESMOND-STEPHAN 
MFG. CO. 


URBANA - - - 





OHIO 


Headquarters for Dressers 
and Cutters for 25 years 
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MILL SUPPLIES 





Do You KNOW A TOUGH SPOT 


U 


FOR A 


| A 
TOUGH | Advance Car Mover Co. 
| Allen Mfg. Company, The 


Index to Advertisers 





| American Saw & Mfg. Co. 
Zs lJ N | 0) Ni 7 | Appleton- Atlas Car Mover Corpora- 


BDo you 
know anybody who has had 
trouble with high-pressure 
unions? Do you know of 
any joints where ordinary 
unions just don’t stand up? 

That is the kind of as- 
signment the U. S. Union is 
looking for. Give it a tough 
job ... and watch it make 
good. 

Sell the first U. S. Union 
that way, and watch the 
Satisfied Customer come 


back for more. ‘ 


UNITED SUPERIOR 
UNION CO., INC. 
Division of 

Mergenthaler Linotype Co. 

29 Ryerson St., Brooklyn, N. Y. 
Sales Agents: 
SHINGLE-GIBB COMPANY 
54th and Gray’s Avenue 
Philadelphia, Pa. 

Branches: 

Chicago; San Francisco; 

New York; Pittsburgh; 

St. Louis; Toronto, Canada 
Representative jobbers desired 
in every industrial center 


“S-UNIONS 


me 


i 


| Armstrong-Blum Mfg. Co. 
| Armstrong Pros. Tool Co. 
| Atkins and Company, E. C. ....... 62 


B 


| Barnes & Co., Inc., W. O. ........- 50 
| Belmont Packing & Rubber Co., The 45 
| Borden Company, The 

Inside Front Cover 
| Brown & Sharpe Mfg. Co. ........ 30 


Cc 


| Chain Belt Company 
Chandler Products Corporation 

| Chicago Rawhide & Mfg. Co., The.. 

| Chicago Wheel & Mfg. Company... 
Chisholm-Moore Hoist Corp. 

| Clemson Bros., Inc. 

| Cleveland File Company, The...... 47 

| Clipper Belt Lacer Company 

| Coffing Hoist Company 

| Curtis Pneumatic Machinery Com- 


Dart Mfg. Co., E. M. 
| Dayton Rubber Mfg. Co., The 
Back Cover 
Desmond-Stephan Mfg. Co. 
Dodge Mfg. Corp. 
Donnelley & Sons Company, R. R... 
Dumore Company, The 


F 


Faultless Caster Corporation 
Federal Electric Co. 
Flexible Steel Lacing Company.... 


G 


| Goodyear Tire & Rubber Co. ...... 2: 
Greenfield Tap & Die Corporation. . 
| Grobet File Corp. of America 





- Hettrick Mfg. Co. 


—) | Hewitt Rubber Corporation 


I 


Indianapolis Brush and Broom Mfg. 
Co. 


Roe 46 | 


J 


Jaeger Machine Co., The 
Johnson Bronze Co. ....cccccccece 87 


L 
Lunkenheimer Co., The 


M 
McGill Manufacturing Co. ........ 59 
Manheim Mfg. & Belting Co. ...... 58 
Milwaukee Brush Manufacturing 
Co., 


Nicholson File Company 


O 
Osborn Manufacturing Company, 
The 
Ottemiller Co., The Wm. H. 


P 
Penberthy Injector Company 


Q 


Quincy Compressor Co. ........... 58 


R 


Republic Rubber Co., The 
Republic Steel Corporation 

Inside Back Cover 
Ridge Tool Co., The 
Revs & Myere, Me. .06cscccsieee 62 
Rockford Screw Products Co. 


Ss 
Safety Belt-Lacer Company 
Signal Electric Mfg. Co. .......... 50 
Simonds Saw and Steel Co. 
Standard Pressed Steel Co 
Stanley Electric Tool Co., The 
oe gs ae a ee 62 


T 


|Thermoid Rubber Company 
Toledo Pipe Threading Machine 
Company, The 


United Superior Union Co., Inc..... 64 





| Williams & Co., J. H. 
Imperial Brass Manufacturing Co... 54) 


61! 


Upson Nut Division of Republic 
DUG TUB. ic cccccecaceacneses 43 


Ww 
Re 23 


¥ 
Yale & Towne Mfg. Co., 








